INS. LAB. 


Men learn from experience. Year after year during the 
depression they saw a striking demonstration of the 
safety of life insurance. No wonder that when money 
again began to flow, more and more of it was used for 
life insurance. In 1937, life insurance in force in the 
United States increased over 5 Billion Dollars, to an 
all-time record total of 110 Billions. s+ Public faith in 
life insurance is at a new high. In the next few weeks, 


the forthcoming annual statements of the life com- 
panies will again prove that this faith is justified — 
that no financial institution is safer than a good life 
insurance company. s As in past years, NWNL’s 
Financial Statement is the first to be published. As in 
past years, it again shows that no life insurance com- 
pany is stronger or safer than Northwestern National 
Life of Minneapolis. 


53rd ANNUAL FINANCIAL STATEMENT 
December 31, 1937 


RESOURCES 
(4.2%) $ 2,744,919 
, (23.0%) 14,944,691 
Bonds Fully Guaranteed by the U.S........ ( 7.1%) 4,640,672 
Canadian Government Securities - € 18a 444,553 
Other Bonds: 
State, County, and Municipal. . . 
Railroad Mortgage Bonds 
Railroad Equipments 
Public Utility (18.5%) 
Industrial ( 1.4%) 
Miscellaneous ( .4%) 


( 5.7%) 
( 6.9%) 
( 2.4%) 


3,659,491 
4,468,911 
1,553,395 
12,014,080 
884,549 
249,517 


872,391 
3,506,402 
(14.4%) 9,358,072 
( 4.4%) 2,884,193 
( 1% 89,898 
(3.0%) 1,948,498 
( 1.0%) 633,863 


( 100%) $64,898,095 


(1.4%) ° 
( 5.4%) 
Policy Loans 
Real Estate (Including Home Office Building) . 
Real Estate Sold Under Contract. . 
Premiums, Due and Deferred ; 
Interest Due and Accrued and Other Assets. .... 





Growth in Insurance in Force 
62% 
26% 13% 


All Companies NwNL All Companies 





THE TEN YEAR RECORD 


Comparing NwNL’s notable record during the past decade (1927-37) with the unusually 
fine combined record of all life insurance companies in the United States. 1937 figures for 
all companies are as estimated by the Association of Life Insurance Presidents. 


Growth in New Insurance Written 83% 


LIABILITIES 
$50,455,202 
None 
113,199 
75,000 


3,104,089 
344,279 
312,146 

2,413,093 

2,533,773 


Premiums and Interest Paid in Advance... . 
Reserve for Taxes Payable in 1938 

Profits for Distribution to Policyholders . 
Asset Fluctuation and Other Reserves. . 


Surplus Funds and Capital: 
Voluntary Contingency Reserves... . 


General Surplus 
Paid-in Capital 


$2,228,522 
. 2,218,792 
. 1,100,000 5,547,314 





Growth in Assets 
121% 


‘ 


30% 


NwNL All Companies NwNL 
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Group Hit a New 
Peak in 1937 Says 
T. I. Parkinson 





Gives Detailed Figures Cov- 
ering His Company and for 
the Entire Field 





NEW YORK-—Group insurance 
@reached a new peak in the Equitable So- 
iety and in the combined figures for 
all group-writing companies, according 
o President T. I. Parkinson of the 
Equitable, who estimates the total out- 
Ystanding volume of group life insurance 
Was of Jan. 1 at $13,900,000,000, a figure 
Fequal to about 38 percent of the salaries 
Yand wages paid out in 1937 by private 
Zindustry in the United States. 
> “In making this reference,” said Mr. 
Parkinson, “I am reminded of the apt 
“description of group insurance that ap- 
peared in the London ‘Times’ in its 
“statement that group insurance is ‘an 
American scheme for giving a year’s no- 
ice of the demise of the pay envelope.’ 
he Equitable’s figures on Dec. 31 
showed that the average group death 
laim paid had reached the new level of 
$1,770, which is about one year’s wage 
on the average for the type of worker 
overed by group insurance. This ‘post- 
Hmortem’ payment of a year’s wage does 
yeoman work in tiding the worker’s fam- 
ily over the period of réadjustment oc- 
asioned by the loss of the pay envelope. 


Now Covers 8,000,000 workers. 


“It is pleasing to note that about 
8,000,000 workers in the United States 
are now covered by group life insurance 
hrough the action of some 26,000 em- 
ploying companies. The gain in 1937 in 
group life insurance in force in the 
Equitable was about $240,000,000 in vol- 
me, bringing the total Equitable cover- 
age to 1,250,000 certificates for a volume 
of about $2,000,000,000. 

“The other group insurance coverages, 

hich are more ‘specifically registered by 

Premium income than by volume writ- 
en, all showed a gain in common with 
group life insurance, bringing them also 
O net peaks at the end of 1937. The 
Equitable’s total premium income of 
843,478,749 for all coverages showed a 
gain of more than $7,500,000 over the 
1936 figures; breaking this gain down for 
he various coverages, there was an in- 
crease in group life income of $2,970,000, 
mn group accident and health income of 
$600,000, in group hospitalization income 
of $114,000, and in group accidental 
death and dismemberment income of 
590,000. 
“Another large gain was recorded in 
group annuity income, in which the fig- 
res grew from $11,600,000 in 1936 to 
$15,400,000, indicating the continuing ap- 
plication of group annuity plans for in- 
dustrial: purposes, largely by way of 
Supplementing the inadequacies of the 
Social security act. 

“The group insurance: performance of 
He Equitable in 1937. is especially grat- 
fying,” President Parkinson concluded, 


















Good Results Shown in 
Preliminary 1937 Reports 





Preliminary production figures for 
1937 show moderate gains in new busi- 
ness with more substantial gains in in- 
surance in force in‘comparison to 1936 
figures. Although there is still a wide 
margin between new business and in- 
creases in insurance in force there is a 
decided improvement. The majority of 
companies are showing gains in force 
while minus signs were prevalent several 
years ago. A comparative study-of the 
reports on 30 odd companies which were 
received in time for analysis shows that 
although there is an average gain of 5 








7-New Paid Business— 
9 1936 


percent in new business, there was 
nearly aj 50 percent improvement in 
gains in insurance in force. In 1936 the 
net in force gains were equal to about 
22 percent of the new business while the 
gain was increased to 32 percent in 1937. 
Because of the relatively few reports 
analyzed these comparisons are at the 
best only indications and are not con- 
clusive. 

In submitting the following reports 
on the 30 companies in the survey 
approximate figures were used in many 
cases. 

--Change in Ins. in Force—, 

1937 193 


37 93 6 

American Home Life....... 1,670,000 1,695,000 +548,417 + 418,742 
American Life, Mich........ 5,097,585 4,926,000 —1,126,773 — 2,497,902 
Bankers Union Life, Colo... 2,250,000 2,200,000 +1,135,000 +1,155,000 
Boston Mutual Life (Ord.).. 5,500,000 5,420,284 +1,550,237 + 1,401,697 
Boston Mutual Life (Ind.).. 19,150,000 22,036,702 + 2,225,075 + 2,995,477 
Capitol Life, Col............ 6,588,134 5,626,874 +2,619,99 +1,279,97 
CESOMNG BEALS so soc ccccccwus 21,557,068 23,915,887 + 3,053,000 +3,810,259 
Columbus Mutual Life errs 12,446,829 12,569,461 + 5,088,655 +4,395,477 
Continental American Life.. 19,245,383 19,321,672 +6,957,101 +5,372,003 
Empire State Mutual Life.. 1,012,000 Mee tabexcade C.. gaaekenee 
Excelsior Life, Can, ....... 17,500,000 15,446,706 + 7,500,000 +5,915,919 
Great American, Kan...... 2,002,101 2,655,897 +142,799 + 289,914 
Great-West Edfe ...cccccves 52,000,000 49,706,207 +10,793,481 +5,090,174 
General Mutual, O.......... 1,258,357 1,223,286 +687,229 +905,337 
Govt. Personnel Mutual Life 625,917 431,742 +364,423 +131,242 
Guarantee Mutual Life .... 20,330,374 18,630,657 + 7,003,208 + 7,370,862 
RROPCUIGS EMG onc ccc veces ,000,000 5,149,458 3,000,00 —5,205,613 
Home Life, N, Y..........-. 39,096,135 35,162,003 +16,735,218 + 9,062,766 
Home State Life ........... 12,033,794 13,558,616 + 2,382,559 +1,248,631 
Imperial Life, Can. ........ 24,102,885 20,347,723 +7,858,898 + 2,240,350 
Insurance Clerks Mutual.... 320,000 107,000 +179,980 —2,1 

Kentucky Home Mutual .... 2,800,000 3,873,211 —1,400,000 —403,252 
Massachusetts Mutual Life. .142,350,000 141,410,115 + 38,000,000 + 22,613,140 
Mass. Savings Banks....... 19,583,350 14,46 +17,331,726 +12,728,807 
Monarch Life, Can.......... 8,195,000 7,390,000 + 2,725,000 +1,377,936 
Mutual Life, Cam. ....000<- 41,325,000 41,526,000 +11,743,000 + 9,453,000 
Mutual Life, Can. (inc. grp.) 44,710,000 44,472,000 + 12,700,000 +10,523,000 
Natl. Guardian Life......... 5,093,097 5,113,122 +2,743,57 + 2,586,922 
Old Republic Credit........ 25,000,000 14,043,156 +9,010,054 + 2,971,442 
Oregon Mutual Life........ 8,800,000 7,693,503 +3,975,000 +3,087,653 
Pathfinder Life .... 2 § 406,331 —250,000 —450,000 
Rockford Life 1,701,012 +300,000 —668,606 
Texas Life ............+.6- 5,480,011 +655,000 +779,046 
Union National, Neb. ....... 2,930,525 2,336,679 + 2,003,500 +1,509,000 
United States Life......... 10,264,524 7,964,811 +3,461,915 +1,424,967 
Universal Life & Acc., Tex 10,284,932 TONneek- = auccuda | O Meadenee 








Four Schools Scheduled for 
1938 by Research Bureau 


Four schools in agency management 
will be held by the Sales Research Bu- 
reau in 1938, according to Manager John 
M. Holcombe, Jr. The dates and loca- 
tions are as follows: Del Monte, Cal., 
April 18-29; Atlantic City, May 16-27; 
Chicago, June 13-24 and July 11-22. 

The bureau two-week schools have 
been held in various parts of the United 
States and Canada each year since 1929 
and have been attended by more than 
1,000 home office men, general agents, 
managers and their assistants. The pro- 
gram includes lectures and group dis- 
cussions on the various phases of agency 
management, including selection, train- 
ing, supervision and financial manage- 
ment of agents. Registrations from 
several companies have already been re- 
ceived for these schools and, as in the 
past, it is anticipated that the enroll- 
ments will be completed well in advance 
of the opening dates. : 








American Service Bureau 


Conducts Mid-Winter Survey 


A mid-winter survey of 20,000 buyers, 
similar to the one conducted a year ago 
and later analyzed by the Sales Research 
Bureau, has been started by the Ameri- 
can Service Bureau of Chicago under 
direction of President Lee N. Parker. 

Based on applications submitted to 
American Life Convention companies in 
December, this analysis proves useful, 
showing the buying trends by occupa- 
tional classifications and pointing out 
the classifications in which canvassing 
can most effectively be carried out and 
those groups in which larger average 
applications can be secured. 

The study of a year ago was punched 
on Hollerith cards for detailed analysis 
and when later correlated and digested 
was published by the Research Bureau 
in a pamphlet entitled “20,000 Sales,” 
which has been enthusiastically received. 

The new survey will be ready for dis- 
tribution about Jan. 20 to contributing 
companies, 











“because of its nation-wide application: 
fifty-one of the Equitable’s ‘ agencies’ 





throughout the country ‘are ‘each'“ered- 








ited in the honor roll for the year with 
the ‘writing’ of- more than ‘$1,000,000. ‘of 
group insurance.” ’ 35 





Life Agent Today 
Has Advantage of 
Depression Record 


Cleary Points Out Oppor- 
tunities at Northwestern 
Mutual Life Gathering 





NEW YORK.—No matter how 
gloom-enshrouded business men may 
moan about conditions in their respective 
fields, the agent today has a tremend- 
ous advantage as compared with 1932 
and 1933, for both he and his prospect 
are fully aware of life insurance’s de- 
pression record and are not weighted 
with any doubts as to the institution’s 
ability to weather any storm, President 
M. J. Cleary declared at the opening 
session of the Northwestern Mutual 
Life’s big regional conference here. 

“My mind goes back to 1932 and 1933 
and what the life underwriter faced as 
he made his calls,’ Mr. Cleary said. 
“He was in constant contact with gloom 
and deflation. There were questions 
whether life insurance would weather 
the storm. Today, the record of 732 
and ’33 is familiar and fresh in the mind 
of the prospect and the agent. Can any- 
one talk gloom to you about your busi- 
ness in the light of the record of your 
business? He may be talking dismally 
about his own business but don’t let him 
talk you out of his office on the basis 
of gloom in the life insurance business.” 


Life Insurance a Beacon 


Speaking on general conditions, Mr. 
Cleary said that life insurance is an ex- 
ample to other lines of business of the 
success of cooperative enterprise. There 
is a need for intelligent optimism to the 
extent that the facts justify, he said, 
adding that “if enough people are con- 
vinced that the country is worth saving, 
it will be saved.” 

Cautioning against hot-headed parti- 
sanship, he said that no group is either 
all white or all black. As to the coun- 
try’s economic situation, he said that 
the banking structure is sound, there is 
an ample supply of credit, no big vol- 
ume of overbuilding to absorb, a limit- 
less amount of work to be done and the 
skill, materials, and credit needed are 
here to do it. 

There is no surplus of power in the 
utility field, he said, indicating oppor- 
tunity for expansion. Railroad pas- 
senger equipment of the familiar type is 
on the way out and must be replaced 
with the modern variety. A vast amount 
of housing is obsolete, and wear and 
tear and inventions go on in good times 
and bad, necessitating many replace- 
ments. 

Touching on the Northwestern’s finan- 
cial operations, Mr. Cleary said the main 
| problem of 1937 was finding investment 
outlets at satisfactory yields. Early in 
the year there was a fair amount of new 
financing ‘and’ refunding but these - 
tapered’ off. 

Railroads are still having trouble. but * 
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Public Will Buy in 1938 
But Not from Waiters 





NEW YORK—While disclaiming any 
prophetic role, Grant L. Hill, director 
of agencies, told the Northwestern Mu- 
tual Life’s regional convention that he 
was positive that the American people 
will, in 1938 as they have in the past, 
buy millions and millions of life insur- 
ance in every territory where the com- 
pany does business. However, it’s not 
going to be sold by agents who are 
waiting for conditions to be “just right,” 
he warned. 

He recounted a recent conversation 
with George Bennett, agent in Wausau, 
Wis., who is one of the Northwestern’s 
leading agents in the middle west. 

“Conditions must be pretty good up 


your way,’ Mr. Hill had remarked to 
Mr. Bennett. 
“No,” Mr. Bennett had _ replied, 


“things have slowed up quite a bit and 
a lot of people are jittery because of 
newspaper headlines, but when they pull 
that recession stuff, I say, ‘If you call 
this a recession, what would you call 
the time your widow and children would 
have if you pass out of the picture be- 
fore you got your insurance program 
in shape’?” 


Closes Cases Evenings 


Mr. Hill also told of Clayton Mac- 
Farland, agent in a Pennsylvania town 
of 7,500, who for the last 16 years has 
consistently done better than $250,000. 
Asked how many of his cases he closed 
in the evenings, Mr. MacFarland re- 
plied that he closed more than 60 per- 
cent. Mr. Hill intimated that it would 
be this kind of willingness to work that 
would beat the 1938 recession. 

Touching on sales promotion plans 
for this year, Mr. Hill said that North- 
western advertising will stress ordinary 





life, calling it the “extra-ordinary life 
contract.” There will also be more 
emphasis on programming. Reasons for 
stressing the ordinary life policy: it is 
the most widely sold, its flexibility cov- 
ers a wide range of uses, it is not 
strongly advertised by other companies, 
the advantages of it are apparently not 
so widely appreciated by the public as 
they should be. The bulk of North- 
western’s advertising for 1938 will go 
into the Saturday Evening Post. 


Copies to Doctors, Dentists 


Commenting on the plan successfully 
used by George Eichelberger of York, 
Pa., who distributes the local doctors 
and dentists copies of magazines con- 
taining the company’s advertisement, Mr. 
Hill said that the home office had free 
stickers for the use of those interested 
in this plan. 

Illustrating the value of extra efforts, 
Mr. Hill quoted some figures resulting 
from a self-analysis questionnaire filled 
in one of the company’s largest agencies. 
The 35 agents who said they averaged 
one night a week in life insurance study 
averaged 40 percent more business than 
the 34 who said they did not. Forty- 
four agents who kept scrap books or 
files of sales ideas averaged 190 per- 
cent more business than the 24 who said 
they did not. Thirteen who said they 
felt that their work habits were enabling 
them to approach their full potentiali- 
ties in the business averaged 150 per- 
cent more than the 56 who averaged 
$118,000 a year and felt that their work 
habits could be improved. 

Of the Northwestern’s 1937 business 
Mr. Hill said that while issued busi- 
ness was equal to or slightly ahead of 
1936, final figures on paid business 





would probably be 1 to 2 percent be- 
hind. Business from smaller cities and 
rural areas has held up well but some 
of the larger centers pulled the total 
down because of industrial and economic 
unrest. As compared with all companies, 
the Northwestern in the first 11 months 
of 1937 made a better showing in terms 
of its 1929 peak and a better recovery 
from the 1933 low. There was a good 
gain in force, the in-force figure stand- 
ing about $3,860,000,000 or within 6 
percent of the all-time high in volume, 
while the number of policies is within 
2% percent of the all-time high. 


Charges Twisting Activities 


D. B. Fluegelman, C. L. U., Recht & 
Kutcher, New York City, in his talk on 
“Intangibles in Life Underwriting,” 
commented on the trouble caused by the 
fee counsellor, particularly in the large 
metropolitan centers . 

“His counsel consists primarily in an 
attempt to destroy values that have 
taken years to create and in a general 
manner to twist our insurance wherever 
possible,’ Mr. Fluegelman said. ‘“Nat- 
urally, some means must be found to 
combat this individual in an intelligent 
manner and correctly advise our clients. 
The obvious means is by the use of 
logic. It is comparatively easy to show 
the fallacies in the term insurance argu- 
ment. 


Play Up Qualifications 


“However, as you know, our prospects 
are not always logical. The argument 
ultimately may depend on w hose advice 
it is proper for him to take. The law 
is rather peculiar. I am not certain of 
the situation in other states but in New 
York State the law specifically prohib- 
its the solicitation of insurance for a fee 
without a license properly granted by the 
state. However, the law does not pre- 
vent giving advice on insurance for a fee 
and it might be well to have the law so 
amended that no one may give advice 
without having shown proper qualifica- 
tions and having been granted a license. 

“But until such time we have no re- 
course except to show that when the 





choice must be made by the prospect, 
he should consider the fact that the 
agents have made the study, solicitation, 
and sale of insurance their life work and 
have been granted a license by the state 
and by the company. In conscientiously 





observing his contract he will give the 
best zdvice possible. On the other hand 
the so called insurance counsellor has 
displayed no evidence of qualification or 
ability and depends for his fee on giving 
what he terms sound advice. 

“This sound advice must consist of a 
recommendation whereby existing insur- 
ance is discontinued, for quite obviously 
if he recommended continuance of the 
person’s program he would not earn his 
fee in the mind of his client. A sugges- 
tion to the prospect to consider all these 
factors will usually cause him to realize 
the inadvisability of dealing with other 
than an established life underwriter.” 


Progress Means Opportunity 
Vincent Talbot, Newark, outlined the 


progress the United States has made! 


HAR 
000 mat 
the T. 
showed 


Sior all 


= 


since its inception and particularly the) 


industrial progress since 1900, pointing 


out the opportunities for the sale of life! 


insurance which this expansion offers, 
Life insurance, he said, 


is not hard to: 


sell, when all these conditions are borne} 


in mind. 


surance, W. Momsen, 
agency, New York City, said that for 
the new agents it provides prospects in 
a field where there is little or no compe- 
tition, while for the old agents it is more 
or less 
easy extra sales. 


Value for New and Old Agents 


For both new and old agents juvenile 
business brings future business, makes 


the agent more definitely the insurance” 


counsellor for the father, thereby elim- 


inating competition; wards off the dan-" 


supplementary and _represents/ 
> year be 


ger of future competition because some” 


one else sells the juvenile business; 
permits use of children as centers of in- 


fluence leading to other children who} 


will in turn lead to their parents. Many” 


(CONTINUED ON PAGE 16) 





UNIVERSITY INSURANCE TEACHERS ON BOARDWALK 








Blanchard, Columbia University, and J 


Top row—Oliver Thurman, ee Mutual Benefit Life; Prof. R. H. 
arry 








Wood, manager of general agencies 


John Hancock Mutual Life. (2nd photo) — Robert Riegel, University of Buffalo, 


association vice-president, and Prof. H. J. 


Loman, University of Pennsylvania, presi- 


dent. (3rd photo) Prof. S. A. Kulp, University of Pennsylvania, and L. R. Ringer, 


superintendent of educational extension Aetna 


ty. 


@ 


Bottom row—Dr. Alfred Manes, Indiana University. 
assistant director, and F. S. Dauwalter, director Business Development Office. (3rd 
photo) Miss M. Elizabeth Uhl, National Bureau of Casualty & Surety Underwriters. 
(4th photo) Prof. T. Coulston Bolton, Syracuse University, and E. Lloyd Mallon, 
agency assistant Massachusetts Mutual Life. 





(2nd photo) M. W. Mays, 


Pictures taken at Atlantie City meeting 


of American Association of University Teachers of Insurance. 

















accordit 
by L. 1 
Total 
vestme! 
all tim: 
crease 
907,000. 


“ ee . 4. i New L 
Summing up his clinic on juvenile in- 
McMillen! 


New 
during 
$773,501 
for 193 
800,000 
group i 


The 


) $113,20: 


in 1936. 
Accic 
$14,742 
Tran 
resenta 
“The 
ment t 
the Tr: 
ing 19: 
surpass 
vious 
and we 




























j of suck 


Conf. 
of Se 


BOS 
ence o 
Trust | 
optiona 
theme. 


and - gi 
will lez 
eon sp 
the B 
“Trenc 

In t 
son, di 
School 
vice-pr 
Compz 
speak 
Settlen 
cussio1 























January 7, 1938 LIFE INSURANCE EDITION 3 
e yee @ 
Premiums of Third of a Million an Hour |(;Qod Resolutions Include 
Travelers Group Paid by Life Companies ; 
Nanos nilin iotas oy we| Plans to Beat Recession 
Exceed $200,000,000 | <2 pais'st.tAmeean names and bust 
ness during every day and every night 
Gains Are Recorded in Each of 1937 by United States legal reserve NEW YORK—Respect rather than| comes at an appropriate time, for, 


Department of the Potent 
Organization 





HARTFORD—Passing the $200,000,- 


000 mark for the first time in its history 


the Travelers group of companies 
showed substantial gains in premiums 


Hior all classes of business during 1937, 
Saccording to preliminary figures given 


by L. Edmund Zacher, president. 
Total income from premiums and in- 


+) vestment earnings also established a new 
all time record at $237,137,000, an in- 
Jcrease over the previous year of $5,- 
7 907,000. 


New Life Insurance 


New paid-for life insurance written 


during the year soared to a total of 


$773,500,000, compared with $607,500,000 


9 for 1936, the 1937 figure including $425,- 


800,000 of additions and increases in 
group insurance, against $332,200,000 the 


“year before. 


The 1937 paid life premiums were 


} $113,205,000 as compared to $111,872,861 


in 1936. 


Accident and health $15,849,000 (1936, 


7 $14,742,067). 


Transmitting the figures to field rep- 
resentatives President Zacher said: 

“The figures carry a very high compli- 
ment to the enterprise and success of 


the Travelers field representatives dur- 
Jing 1937. 
} surpassed by a good margin any pre- 


The premium income again 


vious year in the companies’ history 








) and we look forward to a continuation 
4} of such splendid results during 1938.” 


Confer on Optional Modes 


of Settlement in Boston 





BOSTON—The mid-winter confer- 
ence of the Boston Life Insurance & 
Trust Council will be held Jan. 20, with 
optional modes of settlement as the 
theme. 

At the morning session Guy B. Hor- 
ton, attorney for the National Life of 
Vermont, Montpelier, will talk on “Fol- 
lowing Through on Contractual Settle- 
ments’ and A. H. Yost, vice-president 
and general counsel Phoenix Mutual, 
will lead a forum discussion. The lunch- 
eon speaker will be Arthur Babson of 
the Babson Statistical Institute, on 
“Trends in Business Affairs.” 

In the afternoon Gilbert T. Stephen- 
son, director of trust research Graduate 
School of “Banking, New York City, and 
vice-president of the Equitable Trust 
ompany of Wilmington, Del., will 
speak on “Following Through on Trust 
Settlements,” with a period for floor dis- 
cussion at the close of his talk. 


Complete A. L. C. Committees 


Committees of the American Life 
Convention have been completed for the 
new year. An incomplete list recently 
was announced. The chairmen of the re- 
maining committees are: 

Agents and agencies, H. H. Arm- 
strong, vice-president Travelers; medical 
examinations, Dr. Donald B. Cragin, 
medical director Aetna Life; program, 
W. T. Grant, president Business Men’s 
Assurance; public relations, Walter W. 
Head, president General American Life; 
resolutions,, Miles Scheaffer, secretary 
United Benefit Life; total and perma- 
nent disability, V. R. Smith, general 
manager Confederation Life; under-av- 
erage lives, Francis M. Hope, vice-presi- 
dent and actuary Occidental Life, Los 
Angeles. 








life insurance companies, according to 
O. Sam Cummings, president National 
Association of Life Underwriters. “This 
makes life insurance the greatest distrib- 
utor of wealth the world has ever 
known,” said Mr. Cummings. “The 
amounts for the entire year reached the 
astounding total of $3,000,000,000 of 
which 60 percent was paid to living 
policyholders, and only 40 percent to 
beneficiaries.” 

“Since the beginning of 1930,” said 
Mr. Cummings, “life companies have 
paid $21,600,000,000 to American citi- 
zens, a sum 12 times greater than the 
total war debts of all Europe at present 
in default and owing to the United 
States.” 


Rank and File Owners 


“Life insurance owners of this coun- 
try,” he commented, “are the rank and 
file of our population. The average 
‘coverage’ per policyholder is just over 
$1,700 and the average size of the 120,- 
000,000 policies in force today is only 
about $825.” At the close of 1937, 64,- 
000,000 Americans owned life insurance 
aggregating approximately $110,000,000,- 
000, the largest amount in the hundred 
years’ history of legal reserve life insur- 
ance. Americans, with 7 percent of the 
world’s population, now own over 70 
percent of its life insurance. New insur- 
ance placed by all companies in 1937 
aggregates $15,000,000,000—an increase 
of $700,000,000 over last year’s total 
business written. 





The John B. Amés agency of the Lin- 
coln National Life in Davenport, Ia., has 
moved to 2202 Buhl building. 





fear is the feeling which the current 
business recession has aroused among 
life insurance men here. The wiser ones 
are embodying in their resolutions for 
the coming year definite plans for plow- 
ing right through the recession at an 
unslackened pace. 

Seasoned by the past depression, these 
men are fully aware that merely pre- 
tending that business is still on the up- 
grade is not going to turn the trick. 
Such a Pollyanna attitude is probably 
better than sitting down and consider- 
ing that conditions are so bad that there 
is no use even trying, but the more alert 
members of the life insurance commu- 
nity seem to be those who are facing 
the recession realistically. 


Maybe Upturn’s Just Ahead 


Of course, they hope that the upturn 
is just ahead. But if things get worse 
before they get better these far seeing 
agents, general agents, and managers 
will be set for it. They know that as in 
the big depression some lines are hit 
much worse than others. This calls for 
sufficient diversification in prospecting to 
avoid the type of prospect where busi- 
ness is bad and concentrate on finding 
people with money who are willing to 
make the commitments involved in buy- 
ing life insurance. 

Life men have frequently heard from 
speakers the story of the farmer who 
wouldn’t buy a correspondence school 
course on agriculture because he didn’t 
farm as well as he already knew how to. 
Agents who realize that the recession 
may really amount to something are lay- 
ing plans to do the best job they know 
how. If there had to be a recession, it 








national institution. 


for the remaining dimes. 


Independence Square 





ONCE STAGNANT DIMES 


The ancient and honorable dime savings bank, located in 


some home drawer or on some shelf, is still a flourishing 


A few days ago one of our Harrisburg representatives was 
giving a sales talk on Retirement Income at 60. But the 
prospect, though impressed, was sure that he couldn’t pay 
the premium at the present time. And, he added, that already 
he had a thrift plan, it being his dime savings bank, into 
which during the last six months he had dropped 900 dimes 
—$90. The quick-witted underwriter immediately connected 
those dimes with a semi-annual $3,044 Retirement Income 
contract, and closed the sale,—the prospect had other use 
The policy was delivered, in ex- 


change for 561 once stagnant ten cent coins. 


Persistent small hoardings change into profitable thrift 
when led into interest-earning channels. Dimes im this in- 


stance began to turn into ultimate Retirement Income dollars. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


PHILADELPHIA 




















though one year flows into another with- 
out any perceptible jolt, most people re- 
gard each 12-month period as a separate 
entity and consider that the past year’s 
mistakes are forgotten along with the old 
calendar and that the new year is a good 
time to make a fresh start. 


Life Insurance Resolutions 


The recession gives point to life in- 
surance resolutions which may well 
cover a broad field. To many agents 
the problem is not only one of prospect- 
ing, interviewing, closing, and deliver- 
ing, but of conducting themselves as an 
independent business venture, which 
they are, and operating in an efficient 
manner. Personal financial mismanage- 
ment, for example, may cut into the 
effectiveness of an agent just as surely 
as would his failure to follow the sound 
principles of successful selling. 

Realizing that when business generally 
slackens, the prospecting problem be- 
comes more acute, some of the more far- 
seeing producers are budgeting them- 
selves so as to put a more liberal 
allowance into such aids as direct mail 
advertising. With others the courage re- 
quired may be along moral rather than 
financial lines, such as tearing up bar- 
ren prospect cards and finding live new 
ones to take their places. 


Life Men Not Downcast 


So far it can safely be said that such 
recession as there has been has not dis- 
couraged life men. Possibly this is the 
case because it is mainly the more alert 
men who have foreseen the effect of a 
possible serious recession and they are 
the ones who would not be alarmed, 
since they know the power of their own 
resources. ; 

Unluckily, many of those who would 
be most seriously hit by a drop in their 
individual writings are not sufficiently 
analytical and far-seeing to get into 
fighting trim for what may lie ahead. 


Cohen Group Avoids Forfeit 
in Fidelity Fire Deal 


NEW YORK—The default in the 
deal under which the Frank Cohen in- 
terests are buying the Fidelity Fire of 
Atlantic City, which in turn controls the 
Reserve Loan Life of Indianapolis, has 
been taken care of by an arrangement 
between the Cohen group and the Guar- 
antee Trust Company of Atlantic City, 
which owns or controls a large majority 
of the Fidelity stock. While trust com- 
pany officials intimated that an arrange- 
ment had been made and that the deal 
is still on, they were reluctant to dis- 
cuss details, saying that further informa- 
tion should come from Mr. Cohen. At 
Mr. Cohen’s New York City apartment 
it was said that he is out of town. 

The Cohen group contracted with the 
Guarantee Trust Company and a num- 
ber of other stockholders of the Fidelity 
to buy between 51 and 75 percent of the 
outstanding stock at $8 a share. Of this, 
40 percent was paid in cash, with an- 
other installment of 30 percent to be paid 
by Dec. 24 and the rest some months 
later. Failure to meet the Dec, 24 in- 
stallment made the entire first payment 
subject to forfeit had the trust company 
and other stockholders wished to stand 
on their technical rights. 


Would Cover Group Borrowers 


A bill which would legalize group 
creditor life insurance in Massachusetts, 
broadening the scope of group coverage 
to include groups of borrowers from fi- 
nancial institutions to the extent of their 
indebtedness, not exceeding $10,000, has 
been filed in Massachusetts by Senator 
Plunkett of Adams. 
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like an Avalanche 


In the course of a Field- 
Man's experience he sees 
many instances where the 
loss of the father starts an 
avalanche of disastrous 
consequences. 


The Metropolitan adver- 
tisement in January maga- 
zines* seeks to impress 
this possibility on every 
reader's mind. An ava- 
lanche thundering down 
the mountainside vividly 
pictures the force of the 
blow hitting the family that 
loses its breadwinner. 


Readers are reminded, too, 
that generally speaking it 
takes years to build an es- 
tate; while a well-planned 
Life Insurance Program — 
the modern way to safe- 
guard the family—gives 
security from the start. 


























*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, Chairman of the Board 
Leroy A. Lincoln, President 


ONE MADISON AVE., NEW YORK, N. Y. 











Northwestern National Is 
Again First to Report 





Splendid Annual Statement Is- 
sued as Confetti Is Thrown and 
Whistles Blow 





MINNEAPOLIS. — A__ $23,800,000 
gain in insurance in force, to a total of 
$418,536,825 as of Dec. 31, 1937 is shown 
in the annual report of Northwestern 
National Life. This compares with a 
gain in insurance in force of $16,100,410 
for the year 1936 over 1935. 

President O. J. Arnold makes a special 
effort each year to have the Northwest- 
ern National statement ready for release 
at the stroke of midnight Dec. 31, and as 
usual this was the first life company re- 
port to reach the editor’s desk. 

Sales of paid-for new business in- 
creased from $70,127,325 in 1936 to $73,- 
823,541 in 1937, or to within 3 percent 
of the 1929 record of $75,908,752. Assets 
show an increase of $4,851,041, to a total 
of $64,898,095. 

For the fourth successive year the re- 
newal ratio showed improvement. 


Emphasis on Family Protection 


“The past year has been marked by a 
trend towards the sale of more family 
protection and fewer of the investment 
types of policies,” Mr. Arnold comments. 
“This trend has been encouraged by the 
restrictions placed by many companies 
on the amounts of annuity and single 
premium business which would be ac- 
cepted—limitations placed because of the 
difficulties in finding satisfactory means 
of reinvestment during the past few 
years. 

“At the same time business men, an 
important part of the market for in- 
vestment types of policies, have shown a 
desire to keep their funds liquid, ready 
either for emergencies, or for further in- 
vestment in their own businesses if and 
when their present problems should 
lessen. 

“A noteworthy trend is the interest in 
purchase of insurance for children’s edu- 
cation, among families in the lower in- 
come groups. It is no longer a matter 
of convincing parents that their children 
should have a university or technical 
training. The janitor, the mechanic, the 
milk wagon driver, all want to send their 
children to college. The only question 
with them is how to finance it. 

“Another interesting angle has been a 
noticeable gain in sales to professional 
men, a group who are in large part de- 
pendent on collections of fees from the 
public,’ Mr. Arnold said. 

The statement shows continued in- 
crease in holdings of U. S. government 
securities and fully guaranteed bonds of 
government agencies, from $16,961,372 a 
year ago to $19,585,363. Holdings of 
public utility bonds increased, from 
$9,488,554 to $12,014,080. 

Loans to policyholders were $9,358,072, 
increased from $9,203,906 a year ago. 
First mortgage loans show a decrease 
from $4,726,046 to $4,378,793. The cash 
item remained practically unchanged, 
standing at $2,744,919. 

Real estate owned, which includes the 
home office building, increased from 
$2,788,626 to $2,884,193, but shrank from 
4.7 percent to 4.4 percent of total assets. 
Income from farms owned was the high- 
est since the depression and was up over 
$18,000 from the preceding year, in spite 
of a severe drouth in some portions of 
the northwest. 

Contingency reserves and surplus, not 
including asset fluctuation reserve, in- 
creased from $5,441,364 a year ago to 
$5,547,314. 





Schwemm Agency’s Big Growth 


Increase in 1937 of 92 percent in paid 
business and $1,600,000 greater volume 
was reported by Earl M. Schwemm, 
manager Great-West Life, Chicago, for 
1937. The agency was third in the 
United States and Canada for the Great- 





West last year, an advance from seventh 


the year before and a gain from 11th 
when Mr. Schwemm took hold. His 
agency had the greatest increase per- 
centage-wise and in actual volume of paid 
business of any Great-West agency. Mr. 
Schwemm plans to appoint a full-time 
brokerage manager March 1. Hereto- 
fore he and assistants have handled de- 
velopment of brokerage. He will also 
begin to develop northern Illinois, and 
will soon appoint two district managers. 





Stage Trip to Mexico 


DALLAS—Thirty-four agents of the / 


Ernest Hundahl general agency of the 
Mutual Benefit Health & Accident and 
United Benefit Life were awarded trips 
to Don Martin and Monterrey, Mexico. 
The party, headed by Mr. Hundahl, was. 
gone eight days. Dr. C. C. Criss, presi- 


dent; Sam C, Carrroll, vice-president; F. | 


S.. Finch, 
Adams, 
guests from the home office. 


chief underwriter, and E. S. 
conservation manager, 


Louisiana. 





Report on Illinois Licenses 


During the fiscal year ending June 30,/ 
1937, the Illinois department issued 75,- | 


915 licenses to agents; 9,715 to brokers; 
3,697 to solicitors and 344 to company 


service representatives, Director Palmer! 


reports. 


Rooks Acting Commissioner 





FRANKFORT, KY. — Sherman’? 
Goodpaster has resigned as insurance | 
commissioner to become chief clerk of | 
the Kentucky senate during the legisla- | 


tive session. 


Governor Chandler has appointed Ver-| 


non D. Rooks of Paducah as acting 
commissioner. He is actuary in the in- 
surance department. The governor an- 
nounced he planned to reappoint Mr. 
Goodpaster at the end of the legislative 
session, 


J. M. Gantz in Detroit 


J. M. Gantz, general agent for Pacific 
Mutual Life in Cincinnati, takes excep- 
tion to the quotation attributed to him 
in the talk he made recently before the 
life general agents and managers in De- 
troit. “A million dollar producer in my 
agency lied to me once on a matter that 
was a mistake of the heart and I fired 
him on the spot,” he was quoted as say- 
ing. Mr. Gantz declares that this was 
not a correct statement of what he said. 








Louis M. Kesselman, president of the 
Guardian Agency, Milwaukee, has joined 
the Hugh Holmes general agency of the 
Lincoln National Life in Milwaukee. 


NEWS OF WEEK 


President M. J. Cleary of Northwest- 
ern Mutual Life says today’s agent has 
advantage with fine depression record. 

Pagel 
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Preliminary figures from companies 
on 1937 results show good gains in —_ 
departments. Page 1 

* * * 


Group business at new high point in 
1937, President Parkinson of mugen 
reports. i a Page 1 


Business can be sold in 1938, but not 
by agents who wait for things to get 
better, Grant L. ae a cele Page2 


Preliminary Mans of premiums of 
companies in Travelers group for 1937 
indicates a new high was reached. 

Page 3 
x * * 


Far-seeing life men getting inte fight- 
ing trim to battle recession. Page 3 


J. M. McCormack is ousted as Tennes- 
see commissioner and is succeeded by 
J. W. Britton, formerly state , comp- 
troller. . - yori a Page 6 


Three agencies of Equitable Society 
hold sales conference in New York. 
Page 19 


were | 
Hundahl | 
Day was observed the day prior to de- | 
parture and 435 applications were re-| 
ceived in Dallas during the day. The’ 
agency supervises Texas, Oklahoma and | 


Januz 
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ACACIA 
MARCHES ON! 


Preliminary 1937 Annual Report Figures 











NEW PAID-FOR INSURANCE | 


over °42,500,000 


INSURANCE IN FORCE increased by more than $20,000,000 to an All Time High of 


over °385,000,000 


and ASSETS increased by more than $6,250,000 to an All Time High of 


over *72,000,000 


This represents an increase in Assets of over 250% since Acacia in 1926 
reduced its premium rates lower than those of any other mutual, old line 
company. During this same period of time Acacia has paid out to bene- 
ficiaries and policyholders a total of 


OVER *53,000,000 OF .WHICH 
over 10,000,000 was iw 


DIVIDENDS TO POLICYHOLDERS 


CACIA representatives in 1937 earned More than 50% of our representa- 
more in first year commissions, tives are members of the William 
monthly income, and bonus for quality Montgomery Quality Club—Acacia’s 
business than in any previous year. The highest standard for quality produc- 
quality service they gave is reflected in tion and conservation. 
Acacia’s substantial increases as shown Acacia measures its progress, each year 
above. not by production but by its net gains. 


ACACIA MUTUAL LIFE INSURANCE COMPANY 
Chartered by the Congress of the United States in 1869 
Branch Offices 1n 60 Principal Cities 
WitutiamM MontTcoMenry, President 


51 Louisiana Avenue Washington, D. C. 




















6 


THE NATIONAL 


UNDERWRITER 


January 7, 1938 








United States Life Is 
Opening Curacao Office 


The United States Life, extending its 
world-wide service to policyholders, has 
opened an office in Curacao, which will 
also cover the neighboring island of Ar- 
uba. It will be managed by Norman 
Zimmerman, under supervision of the 
Panama Canal Zone general agent, Max 
Stempel, Mr, Zimmerman is well known 
in the Netherland West Indies, having 
been for some time in charge of life de- 
partment of Morris E. Curiel & Sons in 








Chicago. Before that he was one of the 
leading agents of the Metropolitan and 
Prudential in New York City. The 
United States Life’s foreign expansion 
has been paralleled by its domestic op- 
erations, in which there has been a 
healthy increase in volume. 


Names Johnston at Concord 


The State Mutual Life has appointed 
F, E. Johnston general agent at Con- 
cord, N. H., succeeding F. A. Colton. 

Sales are easy with settlement option 


slide rule. Instructions included. $1.50. 
Order from National Underwriter. 

















To ALL 


interest. 


The serious 


programs. 


New England Mutual 


scores another advance! 


POLICYHOLDERS AND FRIENDS 
New England Mutual, the new high record 
set by this Company in 1937 will be a 
source of gratification and of general 


In the year just closed the Com- 
pany issued the largest amount of 
new insurance in its history, while 
Insurance in Force of over $1,465,- 
000,000 exceeds the total of a year ago 
by more than $70,000,000. 


business disturbance 
marked the latter months of 1937 pre- 
sented no barrier to important insurance 
commitments by the public. On the con- 
trary, the demand for sound protection 
against the uncertainties of life, furnished 
by this Company and others of its type, is 
proof that the American people recognize 
the importance of individual insurance 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
of BOSTON 


of 


that 





Oldest Chartered Life Insurance Company in America 
THE FIRST MUTUAL — 1835 

















J. W. Britton Becomes New 


Tennessee Commissioner 





State Comptroller Is Given 
Post as J. M. McCormack Is 
Ousted 





NASHVILLE—James M. McCor- 
mack, commissioner of insurance and 
banking for Tennessee, was ousted by 
Gov. Browning effective Jan. 10. 

John W. Britton, former state comp- 
troller, has been appointed as the new 
commissioner. 











J. M. MeCORMACK 


E. H. Crump, Memphis insurance man 
and dominant political figure in Shelby 
county and west Tennessee, declared 
Mr. McCormack was ousted merely 
because he is from Shelby county. Mr. 
Crump supported Gov. Browning in the 
campaign, but subsequently the two had 
a bitter falling out and the governor is 
moving against Mr. Crump in several 
directions. Mr. McCormack was spon- 
sored by Mr. Crump. 


In Life Insurance 11 Years 


The new appointee was engaged in 
the life insurance business in Knox- 
ville 11 years before his election by the 
legislature to the office of comptroller, 
He is a native of Loudon county but 
spent most of his life in Knoxville. 

Mr. McCormack has not announced a 
future connection but it is understood 
he will enter the general insurance busi- 
ness in Memphis. 

The ouster of Mr. McCormack and 
appointment of Mr. Britton has been 
expected for several weeks. 





Southwestern Life Has 


Doubled Its Capital 





Revision of its capital structure has 
been authorized by stockholders of the 
Southwestern Life of Dallas through a 
100 percent stock dividend. As a result 
the company now has capital of $4,000,- 
000 instead of $2,000,000 and its surplus 
was reduced by $2,000,000. However, 
this latter account is expected to show 
a substantial gain as a result of 1937 
operations and should be well in excess 
of the $3,167,016 mark indicated as the 
amount after the capital revision, using 
the Dec. 31, 1936, total. 

The company has announced that 288 
of its producers have qualified for its 
annual convention to be held in San An- 
tonio in April and that a contest now is 
under way for the convention to be held 
at the Broadmoor, Colorado Springs, in 
June, 1939. This convention will be the 
first ever held outside of Texas by the 
Southwestern, which always has con- 
fined its sales activities to Texas and 
now is the largest company in the coun- 
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Broker Can’t Place Life 
Business Unless Licensed 


——- <n 


—_ 






— 





SAN FRANCISCO—A 


pounded by T. A. Gallagher, chairman 


committee. 
Mr. Gallagher said he had been ad- 


permitting their licensed agents to take 
business from general brokers. 
Carpenter said: 


ance business is a rebate. 
not a life agent, 


offending party’s license by this divi- | 
sion.’ 





nix, Ariz., may resist removal to Phoenix 
in surrendering and posting bail in Los 
Angeles. 

originally set, and only for their appear- 


ance in Los ‘Angeles. 


be held. 


venue from the Arizona federal court to 
Los Angeles. 





Pittsburgh Supervisors Elect 


elected Donald W. Hooton, 
general agent State Mutual Life, presi- 
dent and reelected Eric G. Johnson, 


Life, as treasurer. 





C. L. U. Review Course 


The New York C. L. U. chapter is 
sponsoring a review course at New York 
University in preparation for Parts III 
and V of the C. L. U. examination. The 
course will begin Jan. 7 and continue 
through March. Part III covers eco- 
nomics, government, and sociology, 
which the chapter believes are particu- 
larly timely in view of the public inter- 
est in what is happening in commerce, 
industry and government. W. E. Spahr, 
professor of economics at New York 
University, will conduct the economics 
course. He is a member of the econom- 
ists national committee on monetary pol- 
icy, and has addressed such organizations 
as the American Institute of Bankers and 
Investment Bankers Association. L. R. 
Sprigg will conduct the course in gov- 
ernment. Prof. A. A. Friedrich of N. Y. 
U. will handle the sociology course. 
Classes are being limited to those who 
are actually in preparation for the C. L. 
U. examination and those who now pos- 
sess the C. L. U. designation. 





Life insurance changes saving from an 
abstract word to a concrete virtue. It 














try limiting its field to a single state. A 
year ago its assets totaled $51,852,241. 


gives thrift a definite time and a definite 
amount. 


life agent 
cannot split commissions or accept busi- 
ness from a general insurance broker 
unless the broker is licensed by the ac. 
cepting company; neither can a company 
accept business direct from a general 
broker unless he is licensed, according 
to a ruling given the San Francisco Life 
Underwriters Association by Commis-) 
sioner Carpenter in reply to a query pro-| 


of the association’s business practice 


vised that a number of companies were 
Mr) 


“Paying commission to any person not!) 
licensed as a life agent upon life insur-/ 
A broker is” 
Any agent making ar-) 
rangements whereby commission so re-/ 
ceived by him is paid to a broker merely” 
participates in the guilt of the company, 
If the company has no knowledge and_ 
has no reason to have knowledge of the” 
transaction, then perhaps the agent alone| 
is guilty. In any event, such a transac-/ 
tion is a basis for action against the! 


Surrender in Pacific Mutual Case ' 


Indication that the 15 former officials | : 
of Pacific Mutual Life, who were in-| 
dicted by a federal grand jury in Phoe-” 


for’ trial on mail fraud charges is found 2 
in the attitude taken by the defendants 


Officials agreed to a reduction in bail 
if the defendants would waive removal ” 
hearing. The defendants refused to ac-/ 
cede to this and they posted bonds as 7 


The appearance is set for Jan, 27 andj} 
at that time the removal hearing will 

og 

It is reported that several of the at-| 


torneys representing defendants are con- | 
sidering an application for a change of} 


The Pittsburgh Supervisors ‘Club has § 
associate g 


associate general agent Penn Mutual | 
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- Lire SALES MEETINGS 





erm 


Home Life Leaders Gathering 


President’s Club Meets at Hollywood 
Beach—Welcomed by Low—Forscher 
Is Leader 





= HOLLYWOOD BEACH, FLA.— 
| The President’s Club of the Home Life 
of New York is meeting here this week, 
having been welcomed on Monday by 
E. I. Low, chairman of the board. The 
Yclub is composed of top-ranking agents 
who maintain their memberships by 
qualified production over an 18 months 
| period. It was founded in 1928 by Mr. 
7 Low, when he was company president. 
) Since becoming chairman of the board 
he has retained his interest in the club 
'}and makes it a practice to welcome the 
is)! qualified agents at the meetings. 

> Convention sessions are being held 
every morning with recreation and en- 
tertainment scheduled for afternoons 
and evenings. Club president by reason 
of top ranking since July, 1936, the date 
) of the last meeting, is L. B. Forscher of 
the Jacoby agency, New York City, who 
leads the company in paid premiums. 
» Vice-president is L. L. Rothstein of the 
@same agency. Executive committee 
members in order of their production 
}} ranking are Mrs. L. L. Joseph and Max 
y Joseph of the Joseph agency in New 
7 York City and H. M. Grier of the 
> Sutherland agency, Detroit. 
in- | The convention attendance include 25 
} agencies, with members coming from 19 



















10€- 
snix | cities. Traveling farthest to meet with 
und) the club are G. S. Mason and P. J 
ints.) Farrar of the MacConnell agency, Los 
Los j Angeles. In addition to Mr. Low, home 

| office executives present to take part in 
bail | the program include President J. A. Ful- 
yval|) ton, Underwriting Vice-President Leigh 
ac-'| Cruess, Agency Vice-President C. C. 


as | Fulton, Jr., Superintendent of Agencies 

W. P. Worthington; E. C. Kelly, Jr., 
} conservation supervisor; J. H. Evans, 
agency field assistant, and JT. S. G. 
will |} Kemp, agency secretary. 





ni Massachusetts Mutual Plans 
to |) Regional Sales Clinics 
C. W. Reuling of Peoria, president 


of the Massachusetts Mutual General 
Agents Association, announces a sched- 





1aS @ ule of regional sales elinics to be con- 
ate § ducted by the general agents in conjunc- 
‘SI- @ tion with the home office. All agencies 
wn B cast of the Rockies will participate, each 


group attending the clinic in the key city 
» of its own region. 

The programs being arranged by the 
regional chairmen will include personal 
producers, general agents and members 
1S @ of the home office staff. Pursuing the 


Il plan inaugurated at the recent conference 
bell of general agents, participation by home 
a office representatives will take the form 
a of panel discussions. In addition to the 
. (_ all-day clinic for general attendance, 
a there will be a half-day round table dis- 
1. cussion by the general agents and repre- 
¢, y Sentatives from the home office. The 
ee schedule for the regional clinics is as 
" follows: Chicago, Jan. 21-22, E. W. 


* Hughes, chairman; Cleveland, Jan. 23-24, 
E. W. Snyder, chairman; New York, 
1 Jan. 28-29, Lawrence Simon, chairman; 
a Atlanta, Jan. 30-31, H. I. Davis, chair- 
man; Kansas City, Feb. 2-3, C. L. Scott, 
chairman. 





’. @ Tucker Agency Conference 


Members of the C. C. Tucker agency 
of the Central Life Assurance of Iowa 
attended an agency meeting at Wausau, 
Wis., at which Fred Lundin, agency sup- 
€rvisor frona Des Moines, was the guest 
speaker. Mr. Tucker has won a trip to 
n the educational conference the company 
t will hold in Mexico City, as the result 
of the agency’s production record the 
Past year. 
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Union Central Men in Havana 





About 300 Leading Producers, Man- 
agers and Home Office Executives 


Attend Convention 





About 300 leading Union Central pro- 
ducers, managers and home office execu- 
tives are attending the company’s first 
convention on foreign soil, the annual 
meeting of the $250,000 and $500,000 
Clubs Jan. 4-6, at the Hotel Nacional, 
Havana, Cuba. W. McLean Stewart, 
Davenport, Ia., is president of the con- 
vention by virtue of being the largest 
producer last year with well over $1,000,- 
000. The vice-president is A. A. Eben- 
stein, Los Angeles. Members of the 
$500,000 group will remain an extra 
three days. 

A highlight of the opening session was 
the address, “Life Insurance and Pres- 
ent Trends,” by President W. Howard 
Cox. The “fifty million dollar round 
table” of leading producers was also a 
feature of the session. Dr. William 
Muhlberg, vice-president and medical di- 
rector, spoke on “Analysis of Medical 
Action on Applications” and Jerome 
Clark, vice-president, on “Prestige.” 

A “family needs” demonstration was 
given by H. E. Davis and Victor Man- 
zife, New York; Harry Shaffer, assistant 
superintendent of agencies, and K. D. 
Hamer, Cincinnati. Mr. Clark and W. 
F. Hanselman, superintendent of agen- 
cies, were chairmen of the two business 
sessions. 

H. P. Winter, assistant superintendent 
of agencies, announced a “business mul- 
tiple protection policy,” which is similar 
to the company’s regular multiple pro- 
tection policy except that it provides for 
a lump sum payment rather than a 
monthly income. The policy provides 
$10,000 protection for 10, 15, or 20-year 
periods with lump sum payments of $5,- 
583, $4,740 and $4,203, respectively, at 
the end of those periods. A minimum 
policy of $5,000 is required under the 15 
and 20-year plans and a $4,478 minimum 
under the 10-year plan. 

Two special trains, one from New 
York and the other from Cincinnati, 
took delegates to Miami, where a boat 
was taken to Havana. A large delega- 
tion of home office officials was on hand, 
including, in addition to those named, 
J. W. Pattison, chairman of the board; 
J. R. Clark, Jr., chairman of the execu- 
tive committee; R. S. Rust, secretary, 
and J. R. L. Carrington, actuary. ' 

Special entertainment and sightseeing 
tours were arranged for the delegates. 
The $250,000 Club banquet was held 
Wednesday evening and the $500,000 
Club banquet the following night. 





Country Life Agents Hold 
Their Annual Roundup 





By ROY W. LANDSTROM 


PEORIA, ILL.—Country Life, the 
company that put 115 million on the 
books in nine years, is holding: its an- 
nual round-up here with well over 300 
attending. This company is unique in 
many ways. Depression born, operating 
only to farmers, its insurance in force 
exceeds many companies much older. 
It is allied with the powerful Illinois 


| Agricultural Association and working 


closely with county farm bureaus. 
insurance was merchandised to 
farmers as business men. They bought 
because the plan was logical and sound. 

David C. Mieher is sales manager 
and the directing force. He is a gradu- 
ate of the college of agriculture, Uni- 
versity of Illinois, and has been with 
the company virtually since its inception. 

Lester O. Schriver, Aetna Life gen- 
eral agent at Peoria and past president 
National Association of Life Under- 

(CONTINUED ON PAGE 9) 











= Remember... : 
IT TAKES ALL 3 


tu 
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b. 
ACCIDENT, HEALTH Anb LIFE 
INSURANCE TO PROVIDE 
COMPLETE PROTECTION! 


. . . and only by providing complete protection can life insur- 
ance men hope to gain the distinct advantages of offering their 
clients complete coverage against all 3 forms of income loss. 

Yes, B.M.A. salesmen in every section will continue to offer 
Complete Protection throughout 1938, which is very much to 
their advantage in providing their prospects with a complete 
insurance program that must include Accident, Health and 
Life Insurance. 


W. T. Grant, President 
J. C. Higdon, Vice-Pres. in charge of sales 
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Life Agent Today 
Has Advantage of 
Depression Record 


(CONTINUED FROM PAGE 1) 


whatever their 1937 difficulties have been 
could not be laid to management, for 
their costs for labor and other items 
have been boosted during the year. 
However, the public seems more dis- 
posed to take a reasonable attitude to- 
ward rate increases, and Mr. Cleary said 
he felt confident that the public would 
realize that a. healthy railroad system is 
an important feature of economic and 
social life and in national defense. He 
said there is no disposition on the gov- 
ernment’s part to take over the railroads. 

All but one of the Northwestern Mu- 
tual’s municipal bond holdings are in 
good standing, the exception being only 
about $20,000. Utility holdings are in 








good shape. Industrial bonds represent 
‘but a small percentage of assets. No 
new difficulties have come up in the 
mortgage field. Properties are still be- 
ing acquired, but mainly due to mora- 
torium laws expiring rather than to 
changes in conditions. The company 
sold about 600 farms and ended the year 
with fewer farms than it owned at the 
beginning of 1937. The return on farms 
owned has been satisfactory. 


Sales Clinic Held 


T. K. Carpenter, McMillen agency, in 
the sales clinic on business and taxation 
insurance, took issue with the emotional 
appeal idea. 

_ “I’m damned if I can shed tears or go 
into raptures getting a man to protect a 
wife whom I have never seen, possibly 
homely as a mud fence and a regular 
she-devil, or protecting some kid who 
may be raising hell all the time and keep- 
ing the old man in hot water,” he said. 
“I can, however, wax enthusiastic in 
helping a man exercise just-as good and 








community. 


join us. 


Home Office - 








mArryY 
NEW YEAR 


The Great Southern Life extends greet- 
ings to the tireless legions of life under- 
writers in their defence of the financial 
security of the American family. 


To its own Great Southerners it pledges 
another year of constructive achievement 
to the end that each one may grow to 
become the leader in his profession in his 


If there are others of you who are blessed 
with “growing pains” we invite you to 





Great Southern 


Life Insurance Company 


E. P. Greenwood, President 


Houston, Texas 

















sane business judgment in the conduct 
of his own affairs as he is giving to the 
performance of his regular everyday 
business duties.” 

Following are some of the approaches 
and closes Mr. Carpenter has used suc- 
cessfully: 

1. If the first mortgage on your 
house were payable on demand, could 
you pay it today if it were called? The 
taxes on your estate are a first mortgage 
which are called for payment within a 
definite period after your death. Why 
not pay them while you are here to 
do it? 


“Repealing” Estate Taxes 


2. If it were possible for you indi- 
vidually to repeal the income tax on 
your personal income, would you do it? 
By taking the proper steps you can re- 
peal a large amount of the estate taxes 
on your estate. 

3. If I could guarantee to you that 
you could pay off all your obligations at 
three cents on the dollar a year, and that 
you would never pay in excess of 70 
cents on the dollar, would you be willing 
to discuss the question with me? 

4, I will give you odds on a bet that 
you can not tell me exactly what your 
estate is worth as income to your fam- 
ily. (Most men figure on a gross basis, 
rather than net, after deducting taxes and 
other items of shrinkage.) 


Fear of Inflation 


5. You say you are afraid of inflation. 

What difference does it make? Your 
taxes and your estate expenses are pay- 
able in dollars regardless of whether or 
not there are 10-cent or 125-cent dollars. 
The plan I have suggested produces ex- 
actly the same kind of dollars. 
' 6. I can prove to you that only 50 
‘percent of your working life has been 
‘expended in accumulating money for 
‘your family. (The answer is that the 
‘prospect has probably paid 25 percent a 
year in income taxes, and that then, 
without having taken the proper steps, 
estate taxes will take another 25 per- 
cent of his accumulation.) 

While the public is extremely tax con- 
scious today, the average business and 
professional man along with the wealthy, 
the emphasis is mainly on current taxes 
rather than on death taxes, Mr. Car- 
penter said. The prospect seldom avails 
himself of its legal exemptions in the 
case of death taxes, leaving an excellent 
opportunity for the agent who will 
study the subject. 

Gives Warnings 

Mr. Carpenter warned against invad- 
ing the lawyer’s territory, against recom- 
mending or suggesting tax evasion, or 
attempting to give a man advice on taxes 
until he is willing to tell everything there 
is to be known about his general estate, 
his insurance, and his family situation. 

R. E. Perry, assistant secretary, dealt 
with the home office angles of business 
and tax insurance. He said he consid- 
ered that the greatest field for business 
insurance is in retiring a decedent’s in- 
terest in a business, the reason why more 
of it is not written being the difficulty 
of getting the interested parties together 
in an agreement. Rudolph Recht, gen- 
eral agent, New York City, was sub- 
chairman of this section, the general 
chairman for the simultaneous ffive-sec- 
tion sales clinics being General Agent 
G. B. Dorr of Hartford. 

Francis Donovan, Peterborough, N, H., 
has a dictaphone in his car, on which he 
dictates reports of each interview imme- 
diately after leaving his prospects. He 
does this, he told the clinic on program- 
ming, because the distances in his terri- 
tory are fairly long, making a consider- 
able interval between one call and the 
next. This arrangement also helps in 
his system of being in his office as little 
as possible. 

Summing up his plan of work, Mr. 
Donovan said that the agent who will 
continuously try to see that his clients 
obtain from his programming, first, co- 
ordination of their life insurance pur- 
chases, second, a tangible picture of their 
life insurance property; and third, help 
in straight thinking on life’s financial 








Travelers A. & H. Drive 










Honors Page’s 50 Years 





HARTFORD—tThe first such testi- 
monial since 1926, an accident campaign 
in honor of Bertrand A. Page, vice- 
president, who this year completes 50 
years of service, is planned by the Trav- 
elers. 

The drive opens Jan. 3, and will run 
to April 2. The last testimonial of the 


kind for an officer of the Travelers was) 
in honor of the late Louis F. Butler, | 


president. 

Mr. Page, generally regarded as dean 
of accident underwriters in the United 
States, has been vice-president since 
1912, and last fall was made a director, 








problems will in turn find that program- | 
him a very useful approach’ 


ming gives 
to other desirable business and a basis 


for a continuing professional - relation-’ 


ship. 

Field Robinson, McMillen agency, 
talking on programming for the higher ~ 
income group, said that the man who/7 
is successful in earning a large income | 
He doesn’t care | 
He knows they | 
He 
wants the simple facts of the case. Give | 


him the fundamentals and he can decide | 
held < 


grasps an idea quickly. 
so much about details. 
can come later and be worked out. 


quickly whether or not it is sound. 


“Tt is, therefore, vitally important in| 


presenting your proposition to him that 


it be simplified, fundamentally sound, ' 
Mr. © 
“One powerful idea is | 
worth a dozen good but unrelated ones, | 
This one idea may cover a whole pro- © 


and clearly and concisely put,” 
Robinson said. 


gram or just one phase of it but it must 


be simply and clearly put if kis interest | 
is to be held. This, we feel, is a fact 7 


worth knowing.” 
Selling the Young Man 


O. G. Boynton, Providence, described 4 ; 
a simplified programming system for in- 7 
teresting younger men, either married © 
He gets the prospect to com- | 
mit himself as to minimum insurance 4} 
needs and by using a simple work sheet | 
does not overwhelm the younger pros- | 
pect by making him think he is getting 7 


or single. 


an elaborate financial program.. 


H. L. Cramer, general agent at South © 
Bend, Ind., addressing the general ses- | 
sion Monday, recommended several spe- | 
cific steps to bolster up morale: resell | 
yourself on the quality points of the | 
company; look and dress the part of a | 
successful agent; watch your associa- | 
tions; stay away from pessimists and ] 
alarmists and assocjate with men who / 
have a positive point of view; read in- | 
spirational books like “Wake Up and | 
Live,” Dale Carnegie’s “How to Win | 
Friends and Influence People,” and Vash | 


Young’s books. 

He urged having a hobby and riding 
it hard and conquering fear by keeping 
busy and reading such books as Dr. H 


C. Link’s “The Return to Religion.” 7 
Mr. Cramer, who used to be a football | 
coach, drew an analogy between mental | 


and physical well-being. He said that 
the agent should own as much life insur- 
ance as he could carry and that he per- 
sonally got a great deal of inspiration 
from the fact that he carried the North- 
western’s limit of $250,000. 


Los Angeles Closes Year 


The Life Insurance Managers Asso- 
ciation of Los Angeles heard reports on 
committee activities. James H. Cowles, 
chairman of public relations committee 
and president of California State Asso- 
ciation of Life Underwriters, told of the 
work of both organizations. A. A. 
Dewar reviewed business practices. W. 
K. Murphy, general agent Northwestern 
Mutual Life, commended the adminis- 
tration under the leadership of W. T. 
Shepard as president. Mr. Shepard 
thanked committee chairmen and Joseph 
Charleville, executive secretary, for effi- 
cient support. Leon A. Soper, Phoenix 
Mutual Life, president-elect, was _in- 
ducted into office. 
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SALES MEETS 


(CONTINUED FROM PAGE 7) 





writers, is the main life insurance 
speaker. 

Mr. Mieher extended the company wel- 
come and told of opportunities in the 
feld. Dr. John Boland, medical direc- 
tor, discussed underwriting principles; 
Howard C. Reeder, home office manager 
and actuary, told of new policies. L. V. 
Drake, claim superintendent of the Illi- 
nois Agricultural Mutual, discussed ad- 
justment problems. L. O._ Schriver, 
Peoria general agent Aetna Life, give 
an address on “Which Way?” John 
Weaver, office manager, presented the 


MJ prospect’s view. 


There was an address by E. C. Smith, 


Jopresident Illinois Agricultural Associa- 
tion, and Donald Kirkpatrick, its coun- 
sel, as well as by representatives of af- 

filiated institutions. 


The general agents’ 


club held a banquet at which Century 


7 lems. 
» tended by all agents, general agents and 
4 directors. 
at the home office and the banquet at 
+ the Morrison Hotel. 


7 ing, 105 West Madison street. 
} occupies approximately three times the 








self. State experience and 


4 Club trophies were presented. 


) Reliance Mutual Life Has 
‘Annual Agency Rally 





The annual agency convention of the 


‘ Reliance Mutual Life of Chicago was 


held at the home office this week. It was 


attended by agents, general agents and 
F directors. The morning session was taken 


up by a conference of general agents and 
the afternoon was devoted to a general 
discussion of agent and company prob- 
This part of the meeting was at- 


The business session was held 


New Home Office Quarters 


The company recently moved to new 
home offices in the Loop-Center Build- 
It now 


amount of space that it formerly had at 


> 33 North La Salle street, taking up al- 
‘most the entire 10th floor. 


This move 
was necessary due to the company’s 


>, progress during the past few years, dur- 


ing which time it has outgrown its old 
offices. 

The officers are: O. W. Carlson, 
president; H. O. Carlson, assistant secre- 
tary and actuary; J. J. Sullivan, field su- 
pervisor, and V. V. Moore, home office 
agency manager. The company oper- 
ates in Illinois and Indiana. 





{ Beneficial Life Convention 


The Beneficial Life of Salt Lake City 


) held its annual agency convention this 
+ week at Santa Monica, Cal. 
) train carried the party from Salt Lake 


A special 


City. Boulder Dam was visited on the 
way. The party attended the Rose Bowl 
football game and parade Jan. 1 at Pas- 
adena. Agents participating were the 
winners in a production contest. George 
J. Cannon, managing vice-president, was 
in general charge of the convention and 
trip. 

John W. Yates, California general 
agent Massachusetts Mutual Life and 
trustee of the National Association of 
Life Underwriters, spoke at the meet- 
ing on “Minding the Gap.” 


Regional Rally in Detroit 


The first annual regional convention 
for northern Ohio and southern Mich- 
igan agencies of the Northwestern Mu- 
tual Life is being held in Detroit Jan. 7. 
Participating are the general agencies of 
Ira Blossom, Grand Rapids; W. R, Bry- 
ant, Kalamazoo; G. L. Stinson, Flint; 
P. G. Teeple, Marquette, Mich.; R. P. 











WANTED 
Catholic Salesman, preferably Irish, capable of 
developing into Sales Manager. Age 35-50. Ter- 
ritory Illinois and Missouri. i 
ence an advantage. 


which will be kept 


den 
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Thierbach, Cleveland; Merritt Mason, 
Toledo; S. L. Youngquest, Columbus, 
O., and the host agency, C. R. Eckert, 
Detroit. 

Attending from the home office will be 
Edmund Fitzgerald, vice-president; Grant 
L, Hill, director of agencies; Dr. D. E. 
W. Wenstrand, medical director, and 
W. R. Chapman, assistant director of 
agencies, all of whom are on the pro- 
gram. 


Fidelity Union Conference 


Texas agents of the Fidelity Union 
Life held their annual sales congress at 
Mineral Wells with Vice-president L. C. 
Bradley presiding. President E. B. 
Smyth gave his annual talk. Among the 
other speakers were R. E. T. Key, Lub- 
bock; Dr. Roy Couch, Waco; Taylor 
White, Odessa; Lester Huff, Temple; 
A. K. Nesbit, Longview; Don F. John- 
son, Brady; J. A. McIver, San Antonio; 
W. J. Barr and Percy D. Smith, Dallas. 








Moore & Summers Meeting 


“Short on the Talk—Long on the 
DO” is the slogan for 1938 announced 
at the annual meeting of the Moore & 
Summers agency of the New England 
Mutual Life in Boston. 

Three company _ representatives, 
George L. Hunt, vice-president; Dr. 
H. M. Frost, medical director, and Wal- 
ter Tebbets, vice-president, were the 
morning speakers. The post-luncheon 
session, with Merle G, Summers of the 
firm in charge, had as informal speakers 
members of the agency force. 


Equitable’s Wisconsin Meeting 

Twelve district agencies of the Wis- 
consin agency of the Equitable Society 
under E. L. Carson, Milwaukee man- 
ager, attended a two-day conference in 
Milwaukee to discuss 1938 sales plans 
in that territory. 


Premier Club Schools 


The President’s Premier Club of the 
Bankers Life of Iowa will hold schools 
in New York, Jan. 6-8, and in Phoenix, 
Ariz., Jan. 17-18. 











Eastern Conference at Swampscott 


The eastern regional conference of 
Connecticut General Life qualifying 
agents is to be held in Swampscott, 
Mass., Sept. 7-9. 





About 60 representatives of the She- 
nandoah Life from southwest Virginia 
attended a two-day educational and 
agency meeting in Roanoke. 


Eubank Promotes Two Aids 


Manager G. A. Eubank of the Pruden- 
tial in New York has appointed L. P. 
Robinson and H. H. Moore as assistant 
managers. Mr. Robinson has been with 
Mr. Eubank since 1930. He is recog- 
nized as an authority on tax matters 
connected with life insurance and on es- 
tate’ plannng. He began in 1921 with 
the Equitable Life of Iowa in Newark, 
later going to its New York City gen- 
eral agency. 

Mr. Moore joined Mr. Eubank in 
1934, having previously been with New 
England Mutual, and before that with 
Penn Mutual and State Mutual. 


L. W. Sechtman Is Advanced 


L. W. Sechtman, full time department 
production manager of the Luther- 
Keffer agency Aetna Life in New York, 
has been appointed assistant general 
agent. He has been with Aetna Life 
since 1916, having joined the home office 
actuarial division as a young man. 
After the war he went into the group 
department and shortly afterward went 
to New York and later to Newark as 
home office group representative. Re- 
turning to New York in 1923 he became 
one of the pioneers to specialize in 
soliciting brokerage business. Follow- 
ing the formation of the Luther-Keffer 
partnership in 1932, Mr. Sechtman 
turned to the full time end and in 1935 
became Mr. Luther’s assistant in charge 
of full time production. 

















PUBLISHED 
In the Interests of 
Life Insurance Sales 


The picture above shows the daughter of a man who 
clothed her well, provided all the little luxuries of life—who 
was the ideal father while he lived. But during his lifetime, 
he couldn’t be bothered with insurance. Salesmen annoyed 
him. The result—he was only a half-time father. 


All life underwriters interested are invited to clip this 
illustration and use it in those cases where the father-prospect 
“can’t be bothered.” 
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Epitrerrat Comment 








Building of a Satisfactory Clientele 


UNpDOUBTEDLY one of the most important 
features of the program of the successful 
life insurance salesman if not the chief 
one, is the building of a satisfactory 
clientele. After all, the bulk of one’s busi- 
ness comes from his policyholders and if 
they are satisfied and have confidence in 
the agent théy do not hesitate to say a 
word for him. An agent desires to produce 
enough business to make a living that will 
comport with certain standards that he has 
in mind and which are followed by people 
of his class. It is highly essential, there- 
fore, in his life insurance work that his in- 
come be sufficient so that he can live com- 
fortably and not have to give a thought 
to where he is to get enough money next 
week or next month in order to pay his 
bills. 

Therefore, it is essential for him to work 
out a plan. In the first place he must de- 
cide what he desires his income to be. 
Suppose he sets the mark at $3,600 a year. 
In order to produce $3,600 a year, he must 
fix a mark for new business each year. 
In order to get this new business he must 
have a definite number of people that he 
can approach in a serious way. That means 
that he must decide how many clients he 
must possess. It has been figured out that 
a policyholder on the average will take 
new insurance every four years. Then 
again it is thought that a policyholder 
should be able to give an agent one name 
a year who will be seriously interested in 
life-insurance, Therefore it is seen that it 
is highly essential for the agent to build 
his clientele in a substantial way. He is 


interested in being able to reach the goal as 
to number of policyholders as soon as pos- 
sible. Hence, his selling methods must be 
cast in a way that will give him an easy 
and businesslike approach and will inspire 
confidence. 

When policyholders have the utmost 
faith in an agent and his company and they 
believe he is working out plans to their 
great advantage, they do not hesitate to 
say a good word for him and will even 
refer relatives and friends to him. Agents 
find that one of the most vexing problems 
is to get friends or clients to refer them 
to another friend or acquaintance and let 
their names be used. The first friend 
always feels that the second one may re- 
sent his name being brought into the pic- 
ture. If, however, the original policyholder 
has greatly benefited and his program has 
been mapped out in a businesslike way, he 
does not hesitate so much to have his name 
used as a reference. 

The agent, therefore, is highly interested 
in getting on his list policyholders of some 
influence who are well known and whose 
names mean something. The building of a 
clientele is so important that agents are 
making a study of the best methods of 
enlarging the number. Quality and quan- 
tity both count. Companies are on the alert 
to devise methods that will help their 
agents to approach people in a more 
friendly, businesslike and less strained 
manner. They hope that their agents will 
be able to make more money and they are 
willing to use their utmost endeavors to 
assist them. 


Statement on Stationery 


Tue Acacia Mutua Lire of Wash- 
ington, D. C., in its stationery at the 
bottom of the page has this significant 
statement: “Do not lapse your policy 
in any other old line company to take 
one in the Acacia. Do not lapse your 


policy in the Acacia to take one in any 
other old line company. You lose in 
either case.” It seems to us that this 
in a very succinct way tells a story that 
all life insurance men should recognize 
as of great moment. 


Measuring Rod of Success 


Waat is the genuine measuring rod of 
success for a life insurance company? 
There may be a difference of opinion 
but after all when everything is said 
and done and all the records are 
studied, a company that is making a 
consistent and steady increase of 
insurance in force shows that its busi- 
ness is persistent and that its policy- 
holders are satisfied. It was not pos- 
sible to show this increase during the 
depression period as the lapses were so 
great due to economic conditions. 

Now, however, under present condi- 


tions, when people are adjusted to their 
new levels of income, there should be, 
in our opinion, a determined effort on 
company officials and agents to show a 
substantial gain of insurance in force 
right along. In this way much can be 
done to cut down the great waste in 
insurance. Certainly nothing is to be 
gained by great effort, expense and time 
spent in putting policies on the books 
only to see them run off the end of 
the first year. Every agency should 
analyze its own situation aside from 
that of the company itself. Those 





agencies are most profitable that have 
the best persistency record. 

Tue NATIONAL UNDERWRITER believes 
that more and more reward should go 
to conservation rather than building 
volume. A company that is able to 
show a good persistency record will 


find that the volume will take care 0 
itself under ordinary stimulating proc 
esses, Production is necessary, natu. 
rally, but far more important than us. 
ing great pressure to get busines 
should be the encouragement to hol 
business. 


ff 
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PERSONAL SIDE OF BUSINESS 





“George Wall Month” is being staged 
by the Yeomen Mutual Life in honor of 
George F. Wall, secretary, whose birth- 
day is on Jan. 12. All applications hon- 
oring Mr. Wall will be sent to the home 
office with a special emblem extending 
personal greetings to Mr. Wall from the 
agent. 

Mr. Wall started with the Yeomen 
Mutual Life in 1908 as an agent, and 
successively acted as district agent and 
field supervisor until 1925 when he was 
appointed secretary. In 1930 he was 
elected a director. 


George J. Gold of Newark, and Mrs. 
Gold celebrated their 27th wedding an- 
niversary last week. Mr. Gold is with 
the John A. Ramsay agency of the Con- 
necticut Mutual Life, and paid for $1,- 
200,000 in 1937. 








Fred W. Maule, 57, San Antonio, Tex., 
general agent of the Union Central Life 
from 1911 to 1914 and later Reliance 
Life general agent, died in Santa Mon- 
ica, Cal., where he was engaged in per- 
sonal production. 





Superintendent Pink of New York, 
who underwent an appendectomy in 
Methodist Episcopal Hospital, Brooklyn, 
is reported to be showing continued im- 
provement. Physicians are well pleased 
with his condition. 





The mother of H. F. Moore, agency 
manager at Toledo for Bankers Life of 
Iowa, was fatally injured in an automo- 
bile accident. With Mr. Moore, Sr., at 
the wheel, the parents were en route to 
spend Christmas day with their son. 





Sidney J. Herzberg, Milwaukee ordi- 
nary manager of the Prudential, and 
Mrs. Herzberg will sail from New York 
late in January for a six weeks’ Medi- 
terranean cruise. 





F. L. Murden of the renewal depart- 
ment at the home office of the Mutual 
Benefit Life, has completed 15 years of 
service while M. A. Roff, assistant sec- 
retary, has rounded out 20 years. 





Fifty executives and salesmen of the 
Business Men’s Assurance met at a 
luncheon in Kansas City to honor A. W. 
Recker of Carruthersville, Mo., who has 
been producing business for the com- 
pany for 25 years. He is its oldest agent 
in point of continuous service. 

In addition to R. J. Costigan, Mis- 
souri manager, who was toastmaster, W. 
T. Grant, president; J. C. Higdon, vice- 
president in charge of sales; J. H. Tor- 
rance, vice-president; L. L. ‘Graham, di- 
rector of field service; L. D. Ramsey, 
secretary; M. C. McKay, assistant sec- 
retary, and I. H. Wagner, assistant sec- 
retary, attended. 

It was brought out that though Mr. 
Recker works in a town of only 4,800, 
he has been on the leaders’ list 19 out 
of the 25 years. In 1936 he was the com- 





pany leader in paid life insurance, pro! 
ducing $301,000. 

Gordon H. Campbell, Little Rock 
general agent Aetna Life, will serve ; 
second term as president of the Littl 
Rock Chamber of Commerce. 








C. C. Franck, 68, who retired last may) 
after 41 years of service with the New 
York Life, died at the home of his son 
in West Hempstead, N. Y. He was # 
member of the classification committe 
and had charge of indexing and dis.) 
tributing underwriting rules and regula.) 
tions to branch offices. a 








RECORDS 


Great Southern Life—Had largest De. 
cember business in history of the com/ 
pany. 

Midland Mutual—December hives 
exceeded 900 applications for $3,000,000; 
the largest monthly production sinc¢ 
December, 1929. H. Moorcroft, De- 
troit, the ‘leader, wrote 32 applications 

New paid for in 1937 totaled $12,782, 
50, compared with $11,910,488 in 1936. 
Net gain of insurance in force will ex- 
ceed 5 million, compared with $3,169,677) 
in 1936. The annual statement will show 
assets in excess of $27,000,000, insur 
ance in force $111,700,000, policyholder's) 
surplus over $2,300,000 

Ohio National—December marked the} 
10th consecutive month production ex- 
ceeded that of the previous year, over 
10 percent increase being shown. 

Acacia Mutual — Preliminary figures 
on 1937 business show new paid-for in- 
surance of over $42,500,000. Insurance 
in force increased more than $20,000,000) 
to a new all-time high of over $385,000,- 
000. Assets increased more than $6,250,-j 
000 to over $72,000,000. 

Fidelity Mutual—Wound up the year 
well on the plus side of the ledger. In- 
surance in force moved up nearly $4,- 
500,000 to $362,885,947 at the close of 
the year. New paid insurance written in 
1937 slightly exceeded that of 1936. Mor- 
tality experience was even more favor- 
able than in the preceding year. 

Home Life, New York—Closed 1937 
with a 11 percent increase in new paid 
business and a gain of insurance in force 
$16,735,218, the third successive year it 
has shown a gain in this department. 
Making the best showing’ since the de- 
pression, the increase in insurance in 
force was 83 percent greater than for 
the previous year. 


Chicago Office in Move 


W. C. Butler, Chicago general agent 
Bankers Life of Nebraska, has moved 
into larger, better arranged offices in the 
same address, 208 South La Salle street. 
The room number is 52, and the tele- 
phone number is unchanged. 
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Mutual Life of New York Advances 
Nashville Manager—Succeeded by J. 


— 
H. Knox 





The Mutual Life of New York has 
appointed J. Roger Hull assistant su- 


PTO} perintendent of agencies at the home 

office, effective Feb. 1. 

i Mr. Hull began his business career as 
Rocky an automobile salesman after having at- 
've 7 tended Mississippi State College at 
Little Starkville, Miss., of which his father, the 

* late David C. Hull, was president. He 
| later graduated from Kentucky Wes- 
Nel leyan College. 

NewG “He has been with the Mutual Life 
5 SONG since 1928, having been district manager 
vaS 1] at Meridian, Miss., and since September, 
ars 1935, as manager at Nashville, Tenn. 


+ He was a member of the $250,000 Field 

Club and is a Chartered Life Under- 
writer. For the past two years, as man- 
wan!) ager at Nashville, Mr. Hull has displayed 
unusual managerial ability with an out- 
standing production record. 

Mr. Hull will be succeeded as manager 
at Nashville by J. H. Knox who has 
been with the Mutual Life since 1914, 





hea beginning in the cashier’s office of the 
% Nashville agency and later becoming a 
_]@ personal producer and district manager. 

ness] He has been a member of the Mutual 

10009 Life’s $250,000 Field Club and, since 

Dell 1929, agency organizer at Nashville. 

732,|| Policyholders for Liquidation 

1936, LINCOLN, NEB.—Policyholders of 


ex-) the Cosmopolitan Old Line Life, which 


67779 has been in the hands of the insurance 
how) department for the last year awaiting 
isur-| the result of involved litigation, are 
jer’s} forming a protective committee to join 


the department in asking for liquidation, 
which would mean reinsurance of its 
ex.4 thrift and life insurance business. Two 
© other groups have asked for a judicial 
receivership. The department has had 
several tentative proposals of reinsur- 
jn) ance that are regarded as satisfactory 
and which will be put in definite form 











ce 
‘000 if the director is made liquidator. Court 
00... hearings started this week. 
50,-| 
Ohio National Audit Report 
ce Convention examination report on the 
$4.. Ohio National Life by the Ohio, Iowa, 
e- Nebraska and Oklahoma departments 
i shows assets $41,206,286, paid up capital 
Cory $828,580, unassigned surplus funds $1,- 
ror-44 200,000, and special reserve for fluctua- 
tion of mortgages, real estate accounts 
937 and other contingencies, $751,895. As- 
aida sets of $140,686 were classed as non-ad- 
ed mitted, but not deducted as non-admitted 
- it a8 they had been included in the con- 
ont iy tingency reserve. The examiners found 
de. $600,000 of the total $3,250,000 purchase 
inf Price of Bankers Reserve business still 
fori Was owed and securities were in escrow 
to guarantee payment of this amount 
out of future premiums. 
J. L. Beesley to Home Office 
_ J. L. Beesley, heretofore cashier of the 
the Syracuse, N. Y., agency of the Equitable 
sl Society, has been appointed assistant 
jem cashier at the head office. He has been 
with the Equitable since 1926. E. E. 
Cobb is transferred from Dallas as 
==§) cashier to Syracuse to succeed Mr. Bees- 
ont ley. Mr. Cobb is succeeded in Dallas 
qym@ by R. S. Miller, heretofore in the public 
service section at the head office. 
res. . 
Cc Lutheran Mutual on New Basis 
- The Lutheran Mutual Aid of Wav- 
3 ¢tly, Ia., is now operating as strictly a 
mutual legal reserve life company. The 
title is now Lutheran Mutual Life. Most 
ss of the 20 states in which Lutheran Mu- 
ua tual Aid has operated have given ap- 
= Proval to the proposed policy forms and 


have issued licenses to operate on the 
new mutual basis. The reserve and rate 





basis for the policies remains the same, 
viz., the American experience basis with 
a 3 percent interest assumption. There 
will be some minor changes in the rates 
due to a change of loading factor but 
generally speaking they will remain 
about as they are. Lutheran Mutual 
Life will continue to use the same divi- 
dend scale that has been in operation 
since 1935. 





Reinsures Southern Standard 


The Southern Standard Life of Hous- 
ton has been purchased by the Pioneer 
American Life of Dallas. The Southern 
Standard has $1,300,000 in assets and 
$8,250,000 business in force with 6,000 
policyholders. The Pioneer American 
has approximately $15,000,000 in force, 
with capital and surplus in excess of 
$300,000, total premium income $650,000. 
The Pioneer American is headed by 
Troy V. Post. J. F. Bailey is vice-presi- 
dent and T. B. Owens, Fort Worth, 
board chairman. J. E. Josey, who has 
been president of the Southern Standard, 
is now a director of the Pioneer Ameri- 
can. The Pioneer American was organ- 
ized in 1933. 





Refuses to Hear Suits 


ST. LOUIS—Federal Judge Moore 
has thrown out several suits seeking the 
appointment of a receiver for the old 
Missouri State Life. The court sus- 
tained the motions of counsel for the 
General American Life. The suits in- 
cluded one by G. H. Holley of Memphis, 
who had claimed $6,000 due in commis- 
sions as an agent, and the intervening 
petition of Abe Tober, who claimed 
ownership of 6,000 shares of Missouri 
State Life stock. The court said that 
the federal court lacked jurisdiction in 
that former Superintendent O’Malley 
was an indispensable party but had not 
been made a party because the litigation 
sought to have set aside the contract 
between O’Malley and the General 
American Life entered into in Septem- 
ber, 1933. 


Architects Are Employed 


Bankers Life of Iowa announces that 
Tinsley, McBroom & Higgins, Des 
Moines architects, will prepare plans for 
its new home office building. The firm 
has designed several of the newer public 
buildings in Iowa. 

Tentative plans call for the erection 
of a building of semi-modernistic archi- 
tecture, six stories tall and having about 
100,000 square feet of space. Bankers 
Life will occupy all of the new building, 
to be completed in 1939. 


Swann with Texas Prudential 


. H. Swann, formerly manager of 
the industrial department and later su- 
pervisor in the ordinary department of 
the Great American Life of San Antonio, 
has been appointed home office agency 
supervisor of the Texas Prudential of 
Galveston for the ordinary department 
in the industrial districts. 


New Pacific Mutual Director 


S. M. Haskins, senior partner in the 
Los Angeles legal firm of Gibson, Dunn 
& Crutcher, has been elected a director 
of the new Pacific Mutual Life. 














Bowden in New Post 


ST. LOUIS—Ripley E. Bowden has 
assumed his new duties as supervisor of 
agencies for the General American Life 
under Jack Linn, superintendent of 
agents. 

Mr. Bowden is 37 years old and has 
been in the life insurance business since 
1920 when he started as a clerk in the 
home offices of the Inter-Southern Life 
at Louisville. 

After eight years with the Inter- 
Southern in various capacities he spent 
six months with the Guaranty Life and 


then went with the Atlas Life in Tulsa. © 





Okla., where he was located until last 
November. 


Wind Up Federal Reserve Affairs 


KANSAS CITY—Affairs of the old 
Federal Reserve Life in Missouri were 
wound up in federal court here when 
Judge Reeves allowed John F. Rhodes, 
ancillary receiver, and J. F. O'Sullivan, 
his attorney, $10,000 each for their serv- 
ices. They already had been allowed 
$5,000 each. 


Home Friendly in A. L. C. 


Home Friendly Life of Baltimore has 
been elected a member of the American 
Life Convention. This is the third to 
join in the last month. 








Apply for Indiana Licenses 

Applications for life agency licenses 
are beginning to be received by the 
Indiana insurance department. Under 
the code the deadline for issuing life 
licenses is March 1. 





Corporation License Bill Not 
to Affect Insurance 





NEW YORK-—Should the bill offered 
in the upper house of Congress by 
Senators O’Mahony of Wyoming (D), 
and Borah of Idaho (R), proposing in 
effect a federal license for all corpora- 
tions transacting an interstate business 
be passed, insurance companies would 
not be affected. The famous U. S. Su- 
preme Court decision in Paul vs. Vir- 
ginia case holds insurance is not inter- 
state commerce, and there is little like- 
lihood that this old ruling will be re- 
versed. 

The suggestion, designed as a means 
to check monopolies, is not new. Presi- 
dent Taft favored the idea years ago, 
and President Wilson expressed a simi- 
lar opinion in his first term. 





Read The Heart Decides——a sales book 
that Will show you how to improve your 
business. $1.50. National Underwriter. 








She Takes It All 
For Granted 


Father and mother and home — 


Warm clothes, regular meals, and playthings. 


A child takes all for granted. She accepts material comforts 


as a matter of course. 


She does not question their con- 


tinuance. Nor would parents have it otherwise. 


It is father who makes the tie-up with his own earning 
capacity, who senses the vulnerable point in the family 


program, who strengthens it with life insurance. 


So doing 


he assures for his family continuance of comfortable living, 


whether he lives or not. 


A larger income while children are young, then a smaller 


income for the wife’s lifetime. 


It is surprising how far a 


moderate amount of life insurance, arranged by a competent. 


agent, will go. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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As SEEN FROM CHICAGO 





HOLD 25TH YEAR LUNCHEON 


John Dingle, Chicago general agent 
Massachusetts Mutual, held his annual 
agency luncheon Dec. 31, winding up his 
25th year in the business. He started 
Jan. 1 a quarter century ago. A pros- 
pective agent whom he _ introduced, 
“Steve Brodie,” turned out to be F. C. 
Hughes, Milwaukee general agent Mu- 
tual Benefit, who was a partner of Mr. 
Dingle in the general agency of Dingle 
& Hughes for the Mutual Benefit at 
Wilmington, Del., many years ago. S. 
T. Chase, retired general agent Con- 
necticut Mutual, Chicago, was another 
guest. Mr. Dingle noted that it was in 
Christmas week 22 years ago that he 
wrote his first application for the Mas- 
sachusetts Mutual, then being connected 
with the L. Brackett Bishop general 





agency in Chicago. He gave advice to 
his agents that they shape themselves 
toward conducting a well planned cam- 
paign of diplomatic effort plus hard 
work; that they study harder and apply 
according to a definite plan what they 
have learned. He said sales resistance 
is much lower, life insurance is popu- 
lar, and is being conducted on a high 
plane. Mr. Chase spoke briefly, saying 
every agent should ask himself what he 
did yesterday that will help him to meet 
his responsibilities of today. E. C. Plat- 
ter veteran agent who has been con- 
nected with the Massachusetts Mutual 
more than 40 years, and is past president 
Chicago Association of Life Underwrit- 
ers, officiated and introduced the guests. 
Mr. Hughes reminisced of the Dingle & 
Hughes agency, saying that their first 











AN ABLE DEFENDER 


Any insurance man who went around his community 


in this knightly attire would cause a great sensation. 


But it might serve to remind many that this neighbor 


who goes quietly about daily duties is a warrior battling 


poverty, a defender aiding the helpless, a guardian estab- 


lishing security. 


An Agent who sees his job 


in this light will acquit 


himself with honors. 














really. important sale was when they 
sold the general agent at Baltimore, out 
of whose office they operated, a proposi- 
tion to pay their $5 a month rent. 





FORMING 40 BOWLING TEAMS 


Chicago insurance men plan to com- 
pete in the American Bowling Congress 
national tournament in the Coliseum 
March 3-April 11. Entries are being 
taken in the “booster” classification, in 
which teams must average under 850 
pins. Some 29 insurance offices took 
part in the last A. B. C. tournament held 
at Chicago in 1929. J. A. Lawlar, A-2101 
Insurance Exchange, Wabash 9315, and 
E. Mueller, Chicago Board, have under- 
taken the task of getting together 40 
insurance teams this year, composed of 
agents and company men. There will 
be 40 alleys in the Coliseum. Entries 
close Feb. 1 and it is hoped to complete 
the insurance squad by Jan. 15. There 
will be $500 in prizes for competition in 
the “booster’’ classification. 





LIFE COMPANY STOCK QUOTATIONS 

H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 


Par Div. Bid Asked 
Aetna Life ..... 10 -60 24 5 
Amer. Life, Ala. 5 sare 2% .. 
Bank. Natl. Life. 10 1.00 28 32 
Central Life, Ill. 10 seis 7 ee 
Cent. States Life 5 re i 
Columbian Nat..100 4.00 80 90 


Commonw. Life.. 10 .15 17 19 


Conn. Gen. Life. 10 .80 23 24% 
Cont. Assurance. 10 2.00 34 36 
Cont. Am. Life 10 1.20 31 33 
Farm. & Traders.100 12.00 210 225 
Fed. Life, Chgo.. 10 aracs 6 10 
Girard Life .... 10 -40 9 11 
Great Nor. Life am 4 7 
Great South. Life 10 2.50 15 20 
Kan. City Life..100 16.00 425 475 
Life & Cas., Tenn. or 8 9 
idfe of Va.....:. 2 3.00 73 80 


Lincoln National 
Mo. State Life.. 
Natl. Life & Ac.. 
New World Life 
Northw. National 
North Amer. .... 3 
Ohio National... 10 8 
Ohio State Life.. 10 ! 6 
Old Line Life... 10 .60 10 1% 
Old Rep. Credit. 1 .05 4 1% 
Pacific Mutual... 1 2 
Pan Amer. Life. 10 ; 9 
Peoples Life, Ind. 10 .60 20 
Philadelphia Life 10 ee. 4 
Prot. Life, Ala.. 10 -60 14 
Prov. Life, N. D. 10 .80 11 


Rockford Life... 10 as 4 8 
Sun Life, Can...100 sees 410 435 
TRAVOIOTS 26.00. 100 16.00 405 415 
Union Central... 20 .80 23 . 


Wisconsin Natl... 10 :50 16 18 





NEW PROVIDENT MUTUAL UNIT 


The Provident Mutual Life has estab- 
lished in Chicago a consolidated office 
for the collection of premiums in the 
Chicago area. It is located in the Har- 
ris Trust building and is equipped to 
render prompt and efficient service to 
policyholders. Provident Mutual’s gen- 
eral agencies in Chicago are those of E. 
S. Albritton and Marquis & Ellsworth. 
The establishment of the new office will 
relieve these agencies of many routine 
tasks, according to the company. In the 
last year or so the Provident Mutual has 
established such offices in strategic 
points throughout the country and the 
management and general agents are re- 
ported to be well pleased with the 
results. 


Heard Is Agency Supervisor 

Frank C. Heard has been appointed 
agency supervisor of the American Na- 
tional’s ordinary department. He has 
resigned as assistant manager of the 
Prudential’s ordinary department at 
Birmingham, Ala., to join the American 
National. He has been in the insurance 
business for twenty years, first with the 
Metropolitan, then with the Aetna Life 
and later with the Prudential. 


Luncheon for J. V. Davis 


The usual year-end party of the Riehle 
agency of the Equitable Society in New 
York City was varied this year and in- 
stead of being held at the agency con- 
sisted of a formal luncheon at the Hotel 
New Yorker, making the occasion not 
only a year-end party by a testimonial to 














Resigns General American 
Post to Join Hughes Agency 











RUSSELL C. WHITNEY 


Russell C. Whitney, for the past three 
years Chicago general agent of the Gen- 
eral American Life, has resigned to join 
the E. W. Hughes general agency of 
the Massachusetts Mutual Life in Chi- 
cago. - 

Mr. Whitney has had four years of 
experience in the insurance business. 
Prior to his affiliation with the Gerieral 
American Life, he was an insurance 
broker in Chicago. He is a native Chi- 
cagoan. He graduated from the Univer- 
sity of Chicago in 1929 and was in the 
investment business for four years before 
he entered the insurance business. 








Associate Agency Manager J. V. Davis 
who has just been made a_ general 
agent. New unit manager appointments 
were announced: J. L. Bryden, J. Brooke 
Johnston, A. D. Langwell. These ap- 
pointments bring the total of unit man- 
agers to six. Appointment of J. F. Lat- 
tanzi as group supervisor was also an- 
nounced. Guests of honor included Vice- 
presidents W. J. Graham and A. G. Bor- 
den. Manager T. M. Riehle presided. 





Launch New Lincoln Company 


LINCOLN, NEB.—Approval by the 
insurance department of articles of in- 
corporation of the Central National Life 
of Lincoln has been asked by R. W. 
Devoe, its attorney. The incorporators 
ate fF, EB. Card, D.. 1Gard, A. HL. 
Adams, W. S. Adams, E. W. Sartor, 
W. F. Hoppe, Fred Morgan and A. C. 
Morgan. The company has paid up cap< 
ital of $100,000 and will put up $25,000 
surplus when admitted. Directors are 
W. F. Hoppe, E. W.: Gartor, W. S. 
Adams, A. H. Adams and F, E. Card. 
The incorporators are all substantial 
business men of Lincoln, F. E. Card 
and W. S. Adams being head of the 
State Securities Company, a_ strong 
financial institution. 





Urges Bank Insurance Law 


ALBANY, N. Y.—Governor Lehman 
in his annual message to the New York 
legislature makes a specific recommenda- 
tion for enactment of a law empowering 
mutual savings banks of the state to 
establish life insurance departments 
under public supervision, along the same 
lines as the Massachusetts plan, 


Johnston & Clark Record 


The Johnston & Clark agency of the 
Mutual Benefit in Detroit reports paid- 
for business in 1937 of about $9,093,800, 
increase 6 percent. December produc- 
tion was $1,293,800 as against $882,000 
a year ago. The good record is accented 
by the fact that business conditions in 
Detroit were not favorable during the 
year. 
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~ News or Lire ASSOCIATIONS 





List New Orleans Spenkers 





Notable Program Announced for 
Sales Congress to Be Held in Louisi- 
ana City Jan. 14. 





NEW ORLEANS—More than 1,500 
life men from Louisiana, Mississippi, 
Arkansas, Texas and Alabama are ex- 
pected to attend the sales congress of 
the New Orleans Association of Life 
Underwriters Jan. 14. President Aldrich 
of the association will be in charge. 

Speakers include Gale Johnson, St. 
Louis, sales manager Metropolitan Life, 
on “Winning the Public Friendship”; 
Roy B. Lanham, Washington, D. C., 
Equitable Society, “Making Your Feet 
Do Today What Your ‘Mind Thought of 
Yesterday”; J. M. Gantz, Cincinnati gen- 
eral agent Pacific Mutual, “Life Insur- 
ance Can Be Merchandised”; Holgar J. 
Johnson, Pittsburgh, Penn Mutual Life, 
“Where Are You Going?” and J. T. 


: Thompson, Little Rock manager Mutual 


, 


Life, “Pillows of Stone.’ 
John A. Bunstead is chairman of the 
congress, 





Speakers for Birmingham 
Sales Congress Announced 





BIRMINGHAM, ALA.—The pro- 
gram is about completed for the sales 
congress of the Birmingham Association 
of Life Underwriters Jan. 21. 

Speakers secured so far are O. Sam 
Cummings of Dallas, president of Na- 
tional Association of Life Underwriters 
and Texas state manager Kansas City 
Life; C. J. Zimmerman, Chicago, secre- 
tary of the National association and gen- 
eral agent Connecticut Mutual Life, and 





Jack Lauer of Cincinnati, chairman of 
the Million Dollar Round Table. 

Birmingham agents are also being en- 
couraged to attend the Grizzard sales 
congress Jan. 10-15. One of the lectur- 
ers will be Vash Young, million dollar 
producer of New York City. 


San Francisco.—Members of the asso- 
ciation have been advised that they may 
take advantage of the “privileged com- 
munications” provision of the California 
insurance code, adopted by the last legis- 
lature, in filing complaints with the de- 
partment against any agent, broker, or 
solicitor without the threat of legal ac- 
tion. ; 

By-laws and a program of operation 
for 1938 are to be adopted by the Quar- 
ter Million Round Table at a meeting 
Jan. 10. A. K. Deutsch, Equitable So- 
ciety, is chairman of the group. The or- 
ganization now has more than 40 mem- 
bers. 





Toronto—Frank A. Buck has been 
elected: president to succeed J. S. P. 
Armstrong. Other officers elected were 
A. C. Dand, C. F. Plewman, J. A. Han- 
cock ang H. C. Witherspoon. 





Junction City, Kan.—A new association 
is being organized. Wayne Clover, Penn 
Mutual, chairman of the membership 
committee of the state association, and 
James Caldwell, president of the Wichita 
association, assisted in forming a tem- 
porary organization with Horace M. 
Pierce, Mutual Life of New York, as 
president. A delegation from Manhattan 
also attended. 





Nebraska—The tentative schedule of 
activities to July 1, is as follows: Sales 
congresses Apr. 4-9, with dates and 
places of meetings, Apr. 4, Fremont and 
Norfolk at Fremont; Apr. 5, Grand 
Island, Hastings, Kearney and York, at 
Grand Island; Apr. 6, McCook, North 
Platte and all western points, at North 
Platte; Apr. 9, Lincoln. Committee chair- 
men appointments: Sales congress, W. E. 








IT'S NEVER EASY TO BUILD ANA geveceg 


WITH COMMONWEALTH YOU'LL FIND 


MUCH SMOOTHER SAILING . « 








You'll cut sales resistance to a minimum through our 
close cooperation with you in meeting the problems of 
your client. Meanwhile, the many types of Commonwealth 


policies will extend your influence into ever-widening 


profit circles. 


J. Herbert Snyder 
Vice President 
Manager of Agencies 


COMMONWEALTH LIFE 


IT WILL PAY YOU TO INQUIRE ABOUT THE PROFITABLE AGENCY 
OPENINGS NOW AVAILABLE. 


INSURANCE COUMPAN 


HOME OFFICE 
LOUISVILLE, KY 








Rigg, Mutual Benefit; education, O. R. 
Fry, Bankers Life of Nebraska; member- 
ship, John Laflin, Penn Mutual; exten- 
sion activities, Don Parker, New York 
Life, and finance and publicity, W. I. 
Black, John Hancock. The annual meet- 
ing will be held in Omaha, June 24. 





Wichita, Kan.—A program demonstrat- 
ing the selling of an insurance program 
to safeguard the home and to provide 
a “clean-up” fund was given by repre- 
sentatives of the Massachusetts Mutual, 
in the form of a one-act skit and a panel 
discussion. A. N. Booth was chairman, 
assisted by Morris McCready and John 
Coe. The Equitable of Iowa office has 
charge of the January program on “How 
to Make Dreams Come True.” 





Hutchinson, Kan.—Plans have been 
started for the organization of aC. L. U. 
class, Eugene O’Keefe, Union Central, 
former president, having been appointed 
chairman, 





Cleveland—J. Harry Wood, manager of 
general agencies John Hancock Mutual 
Life, will speak Jan. 14 on “Making More 
Money in 1938.” 





Milwaukee—R. B. Coolidge, superin- 
tendent of agencies, Aetna Life, will 
speak Jan. 7 on “Buymanship.” Guest 
privileges were extended for the first 
meeting of ‘the new year. 





Jacksonville, Fla.—United States 
Senator Claude Pepper spoke on “Insur- 
ing the Future.” 


John Hancock Publishes 
75th Anniversary History 


Seventy-five years of progress are re- 
corded in a handsomely-bound book 
recently published by the John Han- 
cock Mutual Life commemorating the 
company’s anniversary. The _ publica- 
tion of this book was designed to pre- 
sent in convenient form the story in 
general outline compiled from its ac- 
cumulated mass of records over this 
period. It has been distributed through- 
out the John Hancock field, 

The history records the turbulent 
times that surrounded the securing of 
a charter Apr. 21, 1862. Judge G. P. 
Sanger was the company’s first presi- 
dent. At the close of the fifth year 
$10,000,000 of insurance was in force. 
A brief sketch is presented of S. H. 
Rhodes, who served from March 10, 
1879, as president for a period of 30 
years. The establishment of a weekly 
premium plan for industrial insurance; 
the various adjustments to the establish- 
ment of the present home office; suc- 
ceeding presidents such as R. O. Lamb, 
W. L. Crocker and Guy W. Cox; the 
incidents of the war period and reaching 
of the billion mark in payments to 
policyholders are recorded in outline. 

The book is attractively illustrated 
throughout. 


Patterson at Royer Meeting 


James M. Royer, general agent of the 
Penn Mutual Life in Chicago, who suc- 
ceeded A. E. Patterson last January, re- 
ports the close of a highly successful 
year. In December the agency experi- 
enced its 12th consecutive plus in paid- 
for life insurance, and finished the year 
with an increase of 14 percent in paid 
life volume and 11.5 percent in life pre- 
miums. 

The agency held its annual meeting at 
the Edgewater Beach Hotel Jan. 3. Dur- 
ing an all-day session conducted by Mr. 
Royer, talks were given by 17 members 
of the agency, climaxed by a stirring ad- 
dress by Vice-president Patterson, who 
went to Chicago to celebrate the contin- 
ued progress of his old organization. 

In the evening, Mr. and Mrs. Royer 
entertained 40 members of the agency 
and their wives at a banquet, at which 
Mr. and Mrs. Patterson were the guests 
of honor. : 

Mr. Patterson spoke Tuesday at a 
meeting of the F. A. Snell agency in Pe- 
-_ and went from there to Indianap- 
olis. 











Read The Heart Decides—a sales book 
that will show you how to improve your 
business. $1.50. ; National Underwriter. 
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There's a life insurance angle 
to nearly everything. Take the 
highways for instance. Think 
how many life insurance dollars 
have gone into the building of 
our good roads. Policyholders 
put saved dollars into life insur- 
ance, and life insurance compa- 
nies use these save dollars to 
build roads for the policyholders 
to drive on. The Bankerslife 
alone has an investment of 
$22,000,000 in U. S. Highways. 


—BLC— 


Then from the safety angle, life 
insurance is again at work. First, 
in benefit payments to victims and 
their families; second, in educa- 
tional campaigns to promote high- 
way safety. “Bankers Life Light,” 
policyholder publication, is printing 
a series of educational articles to 
promote more careful driving. 


Individually, every 
man in the life insurance 
business can do two 
things to help. First, 
drive more carefully 
himself; second, support 
local safety campaigns. 


—BLC— 


U. S. customs are busy every 
year checking in great shipments 
of Dutch tulips to Pella, lowa, 
Dutch community founded 
nearly acentury ago. Every fall 
there is a tulip planting time, 
and every spring many thous- 
ands converge on Pella for the 
annual tulip festival. Founder 
of Pella was Dominie Henry 
Peter Scholte, grandfather of 
Bankerslife President Gerard 
Scholte Nollen. 


—BLC— 


Iowa was established 
as a territory in 1838, and 
Iowa of 1938 is celebrat- 
ing the centennial. Most 
of the lands of Iowa were 
not even surveyed at that 
time, and the work 
wasn’t finished until 
1858. One of those who 
ran first township lines 
in Iowa was Edward A. 
Temple, a young man 
from Burlington, Iowa, 
who established the 
Bankerslife Company in 
1879, and who served as 
its president from the 
beginning until his 
death in 1908. 


BANKERS LIFE 
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LIFE AGENCY CHANGES 





New Setup in Columbus, O. 


Stanley Martin and Stanley Coffman 
Become Joint General Agents for 
State Mutual 








The firm of Martin & Coffman has 
organized to operate as general agents in 
Columbus, O., for the State Mutual Life. 





STANLEY E. MARTIN 


The principals are Stanley E. Martin, 
who has been a star producer for State 
Mutual in Columbus, and Stanley K. 
Coffman, who has resigned as Colum- 
bus general agent for Connecticut Mu- 





tual to enter the firm. 


They succeed E. E. Hawks, Jr., who 
is taking a general agency position for 
State Mutual in another city. 

Mr. Martin has a national reputation. 
He has appeared on two programs of the 
National Association of Life Underwrit- 
ers and has made sensational hits. He 
has somewhat an evangelistic manner 
and is a most enthusiastic young man. 

Mr. Coffman has been general agent 
for Connecticut Mutual Life about 13 
years. He is president of the Columbus 
Life Managers Association. 

Mr. Hawks before becoming Colum- 
bus general agent for State Mutual was 
producer for his company in Chicago. 


C. N. Connors Home Office 
General Agent of Alliance 








Charles N. Connors has been ap- 
pointed manager of the home office gen- 
eral agency of Alliance Life in Peoria, 
Ill. He takes the place left vacant by 
the death of W. H. Luellen. Mr. Con- 
nors has been associated with the 
agency since the time that Mr. Luellen 
became manager following the reinsur- 
ance of the Peoria Life by Alliance Life. 
Mr. Connors has developed a wide cir- 
cle of friends during his residence in 
Peoria. He has been a consistent pro- 
ducer of quality business. 


Frankel Heads New General 
Agency in Los Angeles 








Cecil Frankel, one of the most promi- 
nent personal producers of the country, 
who has been a member of the Million 
Dollar Round Table almost since its in- 
ception, has been appointed to head a 
new general agency for the, Equitable 
Society in Los Angeles. In the past he 
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success a reality, 
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THE PRICE IAG OF SUCCESS 


The price tag of success is high. It calls for work, 
vision, initiative and perseverance. 
these qualities and a record of $100,000 of paid-for 
personal production last year, a residence in either 
Pennsylvania, Delaware, New Jersey, Rhode Island 
or Maryland and the feeling that there is no further 


we have an offer and the chance of a lifetime. 


The Bankers National Life Insurance Company is 
giving men of this caliber opportunity to build suc- 
cessful general agencies and assures them that they 
will have every help and promotion to make that 


If you are interested and feel that you can meet our 
alifications, then write to William J. Sieger, Viee 
resident and Superintendent of Agencies—today. 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 


To men with 


eir present connection— 


NEW JERSEY 














has served as associate general agent 
with the George A. Rathbun agency and 
associate agency manager with the De- 
war agency. He has been with the 
Equitable since 1908. He is president of 
the Group Millionaires Club of the 
Equitable. Mr. Frankel is credited with 
the sale of some $35,000,000 of group in- 
surance. 

Mr. Frankel is president of the A. G. 
Bartlett Company and of the Carthey 
Circle Theatre Corporation. He is pres- 
ident of the Uplifters Country Club, 
vice-president Building Owners Associa- 
tion of Los Angeles, member of the Ro- 
tary Club, Los Angeles Athletic, Johna- 
thon, and San Gabriel clubs. He is a 
director of the Los Angeles Symphony 
Orchestra Association. 

Mr. Frankel in 1937 wrote for the 
sixth year more than $1,000,000 of group 
insurance and has closely approached 
the million-dollar mark several other 
years. Beginning with 1912 his ordinary 
insurance record has never been below 
$250,000 and in 1928 he exceeded $2,- 
000,000. He has been a member of the 
million dollar club 13 times, of the $750,- 
000 club twice, of the $500,000 club four 
times and the $250,000 club five times. 


J. V. Davis a General Agent 


Associate Manager of T. M. Riehle 
Agency Opens New Office in Mid- 


Town Section 











NEW YORK-—Joseph V. Davis, as- 
sociate agency manager of the Equitable 
Society’s Riehle agency in New York 
City, has been appointed general agent 





JOSEPH V. DAVIS 


of a new office which he will open at 
450 Seventh Avenue. Mr. Davis was in- 
stalled in office by Vice-President W. J. 
Graham at a luncheon which was at- 
tended also by Second Vice-president A. 
G. Borden, A. M. Spalding of the home 
office agency staff and Manager T. M. 
Riehle. 

Mr. Davis is president of the New 
York City Life Supervisors Association, 
an associate member of the Equitable 
Old Guard and a graduate of all the 


Equitable sales courses as well as of the |- 


Life Insurance Sales Research Bureau’s 
course in agency building. He joined the 
Riehle agency in February, 1926. Start- 
ing from scratch a year later he built an 
outstanding unit which has paid for more 
than $5,000,000 in its peak years. For 
many years it has led all units in the 
Equitable’s Greater New York depart- 
ment and is a leading unit countrywide. 
He became associate agency manager 
last February. 

A native of New York, Mr. Davis at- 
tended school here and the New York 
University life insurance sales training 
course. He has addressed many life in- 
surance gatherings. 





Manning & Sons, Dallas, Set 
Up New Life Department 





DALLAS.—Establishment of a life, 
health and accident department on a 
statewide basis was announced by T. 
A. Manning & Sons, one of the oldest 
and largest general agencies of Texas. 
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The firm, for many years prominent in | 
the fire insurance field, will represent ) 
the Continental Assurance and Conti- © 
nental Casualty of Chicago, Blagden | 
Manning, head of the agency, stated. 

The new department will be in charge | 
of E, M. Armitage, formerly with the 7 oe 
oe NINKE 


Charles C. Gilman, nationally known 7 
as a speaker and wit, national councillor 7 
of the Boston Life Underwriters Asso- 7 
ciation, of which he was formerly presi- / 
dent, has left the National Life of Ver- 7 
mont, with which he has been associated | 
for 33 years, to join the Moore & Sum- | 
mers home office agency of the New? 
England Mutual Life. 
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Travelers’ accident department for 15 
years, first in Omaha, then in Dallas 
since 1928. He had charge ofi east 
Texas for the Travelers since 1931. His 
entire insurance career has been with 
the Travelers except for a short term 
with another company recently. 

Life, salary allotment, group, annui- 
ties and accident and health lines will 
be offered by the department. Consid- 
erable agency development among local 
agents in Texas is contemplated, and 
qa staff also will be established The 
present agency set-up of the Conti- 
nental Assurance in Texas will not be 
disturbed. 
The Manning organization is the 
third large general insurance office in 
Texas to establish life insurance de- 
partments recently. 
















Ben F. Shapro Resigns Post 
to Reenter Sales End 








SAN FRANCISCO—Ben F. Shapro, 
general agent Connecticut Mutual Life 
“since 1935 and for many years one of 
the most successful agency managers on 
the Pacific Coast, has resigned. He will 
"devote his future efforts to personal pro- 
“duction and as associate general agent 
“}with his successor, who is still to be 











lOWn |B selected. 

cillor § : 

‘sso. 9) Holderness Supervises Change 

resi- |} H. M. Holderness, former vice-pres- 
Ver- ident in the home office, now state 
ated |Bagent in California, is in San Francisco 
yumM- |Fassisting in the change. Mr. Shapro is 
New Fresigning his managerial responsibilities 


“Jon his own volition to reenter personal 
production in which he has always been 
successful. 





)Rinker Agency Succeeds 
+ Partnership in Dallas 





DALLAS—Formation of the W. A. 
Rinker Agency, representing the State 
W Life of Indiana in Dallas and vicinity, 
“jwas formally completed while President 
4. E. Sweeney was a visitor to the city. 
The Rinker agency succeeds the firm of 
feChapman & Rinker, which had repre- 





Made Assistant General 
Agent in Indianapolis 














NED G. PATRICK 


E. Leo Smith, Indianapolis general 
agent of the Massachusetts Mutual, has 
appointed Ned G. Patrick assistant gen- 
eral agent. Mr. Patrick entered life in- 
surance in 1928 as an industrial agent, 
submitting at least one industrial or ordi- 
nary application every day his first 18 
months. After two years on the firing 
line, he attended Akron University, spe- 
cializing in subjects pertaining to life 
insurance. On completing his course he 
managed the life department of the 
Akron General Insurance Agency. 

In 1933, he was appointed district 
manager in Akron for one of the large 
, eastern companies. Recently he has been 
State agency manager in Ohio for the 
Continental American Life, with head- 
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New Toronto Manager 


of Canada Life Is Named 











WILLIAM J. STONEHAM 


William J. Stoneham, recently ap- 
pointed manager of Toronto agency of 
the National Life of Canada, has spent 
several years in selling and supervising 
in both Toronto and Detroit. In the 
— city he was with the Great-West 

e. 








sented the State Life in Dallas since 
June 1, 1921. 

Mr. Rinker is one of the well known 
life managers of north Texas. He has 
been in the life insurance business since 
1902, starting in Indiana. After three 
years he went to Atlanta for the Reserve 
Loan Life and spent nine years in that 
city. He went to Jacksonville, Fla., in 
1914 as a member of the firm of Jack- 
son & Rinker, representing the Ameri- 
can National of Galveston. He came to 
Dallas in 1919 to join the State Life un- 
der J. W. Popham, then general agent. 
Two years later he and R. G. Chapman 
were appointed general agents to suc- 
ceed Mr. Popham, supervising 92 coun- 
ties. This partnership continued until 
the death of Mr. Chapman Oct. 24, 1937. 
Mr. Rinker is active in life association 
affairs in Dallas. 





Williamson Made Supervisor 


DALLAS—W. P. Williamson has been 
appointed supervisor for Wichita Falls, 
Tex., and vicinity by the Great Southern 
Life. He formerly was agency manager 
for the Central States Life in Oklahoma. 
L. G. Stewart, formerly supervisor for 
that territory, has returned to personal 
production. 


Severin Is Group Manager 


E. T. Severin has been appointed dis- 
trict group manager for the Connecticut 
General Life in northern California. He 
will have headquarters with Cravens, 
Dargan & Fox, who represent the com- 
pany in San Francisco. He will also 
service the business of the Russ build- 
ing agency under the direction of R. M. 
Greathouse. For ten years he has been 
with the Travelers in the Oakland-FEast 
Bay district. 


Takes Over Edwards Agency 


The Brooklyn agency of the Equitable 
Society, managed for many years by 
Charles Jerome Edwards and more re- 
cently by Harold Letcher, will be taken 
over by W. J. Pedrick & Co., general 
agents in Manhattan. Mr. Pedrick is 
president of both the Fifth Avenue As- 
sociation and the Midtown Chamber of 
Commerce and is a director of a num- 
ber of other civic organizations. He 
was one of the founders of the Down- 
town Brooklyn Association and is well 
known to Brooklyn residents through 
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his active interest in Brooklyn. business, 








Would You Like to 


That writes both participating and 


non-participating Insurance? 


Represent a Company 


Whose net cost compares favorably 


with your competitors? (Check this 


and see how favorable it is.) 


That has the proper Agency spirit? 


> 


If so, write to 


CHAS. E. WARD, 


Vice-Pres. in charge of Agencies 


SHENANDOAH LIFE INSURANCE 


COMPANY, INC. 


E. Lee Trinkle, President 


Roanoke 


Virginia 








SSS eee OO 








~ program—the 











@ CLOSE MORE SALES 
@ SECURE MORE INTERVIEWS 
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Good resolutions are easy to put 
into action with this proven success- 
ful business building plan. Great- 
er prosperity is here for you, Mr. 
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build up an adequate life insurance 
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saving spare change everyday. 
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civics, and charitable projects. For many 
years he lived in Brooklyn. Mr. Lechter 
will continue independent connection 
with the Pedrick agency and will devote 
part of his time to home office work. 





Connecticut General in Nebraska 


The Connecticut General Life has 
entered Nebraska and established an of- 
fice in Omaha under the direction of 
the Omaha Insurance Agency, which 
now enters the life insurance field. 

Irving R. Zerzan,; secretary-treasurer 
of the agency, is in charge of business 
development in the new life department. 





Hassard Goes to Chicago 


NEW YORK—E. S. Hassard, agency 
field assistant of the Home Life of New 
York, has been temporarily assigned to 
the Chicago office of J. F. Walsh, assist- 
ant superintendent of agencies. Mr. 
Walsh the first of this year moved to 
Chicago to become a resident home of- 
fice official in the midwestern territory 
to further expansion in 1938. Mr. Has- 
sard and Mr. Walsh will spend consider- 
able time traveling in the interest of 
sales promotion and a supervision of the 
planned estates training course which the 
Home Life inaugurated in 1933. 

Mr. Hassard began as a personal pro- 


ducer in the Johns agency of the Home 
Life in New York City and more re- 
cently as home office agency field as- 
sistant, has been helping general agents 
in recruiting, training and direction of 
field activities. He is a graduate of 
Hamilton college, has been prominent in 
eastern amateur athletic circles. As a 
member of the Eastern Hockey Officials 
Association, he officiates in major inter- 
collegiate games in the east. 





Name Squire in Vancouver 


R. H. Squire has been appointed man- 
ager of the Confederation Life at Van- 
couver, B. C. He succeeds Howard 
Tarrant, who was recently appointed 
superintendent with headquarters in To- 
ronto, after some 12 years in the Van- 
couver office. 


General American Names Two 


The General American Life has an- 
nounced several new appointments. Ar- 
thur W. Greenfield has been named 
general agent in Detroit. He was for- 
merly assistant to the vice-president in 
charge of group department sales. 

Detroit is Mr. Greenfield’s former 
home. While in that city he managed 
the life department for Marsh & Mc- 








Lennan. He joined the General Ameri- 
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WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultant 
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ILLINOIS 


EN ———————— | 


HARLEY N. BRUCE 
Consulting Actuary 
Incurance Center Building 

















DONALD F. CAMPBELL 
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HARRY C. MARVIN 
Consulting Actuary 
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T.C. RAFFERTY 
Consulting Actuary 
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915 Olive St. St. Louts, Mo. 
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Established 1865 by David Parks Fackler 


FACKLER & COMPANY 
Consulting Actuaries 


Edward B. Fackler Robert D. Holran 
8 West 40th Street New York City 























PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


Fred E. Swartz, C. P. A. 
Higgins r 








can Life’s home office staff about 2% 
years ago. 

Lawrence R. Saunders has been ap- 
pointed general agent at Port Arthur, 
Tex. For several years he was a special 
agent and later a general agent at Port 
Arthur for the Lincoln National Life. 


Volunteer State Appointments 


The Volunteer State Life has ap- 
pointed C. M. Adams, Jr., district man- 
ager at Macon, Ga. Mr. Adams received 
his training from his father, who was 
manager of the Prudential at Macon 
from 1900-32. 

The Volunteer State has also ap- 
pointed D. C. Moore, Jr., and T. J. 
Moore district managers at Greenville, 


NC; 


E. J. Kavanaugh with Reliance 


E. J. Kavanaugh has been appointed 
field manager for Reliance Life with 
headquarters in Columbus, O. He has 
been in the life insurance business about 
10 years operating in Huntington, W. 
Va., Roanoke and Columbus. 


Made N. M. State Agents 


J. R. and R. E. Daughtry, who have 
been district agents of the Lincoln Na- 
tional Life at Roswell, N. M., have been 
appointed general agents for the state 
by the General American Life. Both 
were for many years with the old Mis- 
souri State Life, predecessor of the 
General American. The senior member 
of the firm was with that company 26 
years, from 1907 to 1933, was a member 
of the $100,000 Club for 11 years and 
in 1929 qualified for the $250,000 Club. 











Reliance Texarkana Appointment 


The Reliance Life appointed Talbot 
Field, as district manager for Texarkana, 
Ark., and the five counties surrounding 
it, with offices in the State National 
Bank building. 


Sherman Named General Agent 


Fred Sherman of Seattle has been 
named general agent for the western 
half of Washington by the Guarantee 
Mutual Life. 


Michigan Life Changes 

The Michigan Life has appointed J. 
W. Allen manager of its branch office at 
Flint, Mich. E. M. Dexter, former Flint 
manager, has been transferred to the 
branch at Pontiac, Mich. 








Robert to Newark, O. 


Walter C. Robert of Columbus has 
been made manager of the Equitable 
Society’s agency in Newark, O. 





Lee Cannon Named 


Lee M. Cannon of Seattle, Wash., has 
been named general agent by the Loyal 
Protective Life. 


Public Will Buy in 1938 
But Not From Waiters 








(CONTINUED FROM PAGE 2) 


men have an accumulation program of 
some kind for each child which repre- 
sents a source from which premiums 
might be paid. 

Mr. Momsen listed the following 
sources of juvenile prospects: children of 
policyholders, children of rejected appli- 
cants, children of prospects, friends of 
one’s own children, names in the news, 
graduation lists, centers of influence such 
as doctors, teachers, schoolmasters, li- 
brarians, etc., children of fellow club 
members, children of personal friends,, 
children of neighbors. 

A. C. F. Finkbiner, C. L. U., general 
agent in Philadelphia, presided over the 
simplified selling clinic. A number of 
suggestions were offered for making the 
presentation simple yet vivid to the pros- 
pect. General Agent G. J. Kutcher of 


-| Boston 











E. P. 
THE BOURSE PHILADELPHIA 


—————SSS—————— 








New York stressed need of making strik- 
ing statements which will arrest the pros- 





Home Life of N. Y. Appoint; 
Peters Denver General Ageni 


NEW 
New York has appointed S. C. Peter 
as general agent in Denver. rM. Peters” 
has been in the life insurance busines; ” 
in Denver for the last four years an 
for three years prior to that he was 
physical education instructor in the pub 
lic school of Denver. 

In making the announcement Hom 
Life officials pointed out that the Den 
ver agency is one of the oldest in th 
western territory, having begun opera 
tions when the company entered th 
state before 1895. The new genera 
agent, however, is a comparatively youn 
man, in line with the company’s recen 
managerial and supervisory appoint 





YORK—The Home Life off 





















ments and promotions. The Denver of- 9p 


fice is in the United States National 7 
succeeds | 


Bank building. Mr. Peters 
Thomas Pointer who resigned some 
time ago. 








pect’s attention. 
a! selling, headed by C. A. Votaw, 


. U., general agent at Scranton, ~ 
dealt mainly with sales literature and F 


other selling aids put out by the North- 
western. 


Vice-president Edmund Fitzgerald was q 
at the banquet Monday © 
The speaker was C. M. New- | 


toastmaster 
night. 
comb, humorist, of Candler, N. C.; Lu 
cille Browning, Metropolitan Oper 
Company, sang. L. Watts Norton, Dur 
ham, presided at the opening session 


Monday. R. L. Baldwin, Washington, © 


was chairman Tuesday morning, while’ 


R. L. Hyde, Baltimore, presided at the 7 
Hilly 4 





luncheon Tuesday at ‘which Mr. 
spoke. 


skit, “Give Yourself. a Chance 





lyn agency constituting the cast; A. M 
Worth, Durham, 


western—Second to None.” 





Manuel Camps Honored by 
Associates at Dinner 





Concluding a campaign for paid-for Z 


business, the Yankee Clipper Club of the | 


Manuel Camps, Jr., agency of Penn Mu-/ ‘ 


tual Life in Boston held a family sur- 
prise party for Mr. Camps with 50 as- | 
sociates and guests in attendance. 


At the guest table with General ail 
and Mrs. Camps were General Agent W. 7 
N. Watson of the Connecticut Mutual | 
Life, president Boston Life Underwrit- | 
ers Association, and Mrs. Watson; Wal- | 









lace Boileau, second vice-president Penn / 
Mutual, and E. A. Collett, general agent | 
at Providence, R. I., with L. C. Small, 
president of the Yankee Clipper Asso- 
ciation, as presiding officer and George 
Watkins, associate general agent of the 
Camps office, as toastmaster. Mr. Camps, 
who is immediate past president of the 
Life Underwriters Association, 
was presented a book of bound applica- 
tions secured during the drive for 
six weeks concluding Dec. 31. 








Security Mutual Life 


Insurance © ompany 


BINGHAMTON, N Y 











The clinic on supple- — 


A feature of the second day was a_ 
to 
Achieve,” with members of the Brook- ~ 


closed the morning 7 
conference with his talk on, “The North- ~ 
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( Convictions Are Reversed 












United States Appellate Court Grants 
New Trials Former Fraternal 
Officials 


to 





ST. LOUIS—Conviction of five for- 
mer fraternal officials on a charge of us- 
ing mails to defraud was reversed by the 
-4uU. S. circuit court of appeals and new 
“trials were granted. The conviction was 
| jn the federal district court for the north- 
“Sern district of Iowa, on charges of tak- 
“Sing a $300,000 insurance merger fee in 
connection with merger of the Modern 
Brotherhood, Mason City, Ia., company, 
“Sand Independent Order of Foresters, To- 
“Yronto. Fines of $10,000 each and sen- 
tences of two years in prison had been 
imposed. 

The men affected by the decision are 
Albert Hass, president Modern Brother- 
hood; W. Pingree Curtis and F. C. Par- 
, Snell, directors; W. A. Knight and C. R. 
Parks, an insurance broker, who in 1931 
i Yarranged merger of the Modern Brother- 
- Vhood with the I. O. O. F. . 


< Scheme Not Proved 














} The decision stated the government 
- *“established the existence of an iniquit- 


Lu- Fous arrangement whereby officers were 
pera’ ¥to receive secret payments” but had not 
Dur- ¥proved the scheme set forth in the in- 
ssion| Fdictment against the defendants. It had 
zton, been alleged the $300,000 was distributed 
while = between the defendants and Sam Spar- 
; the row, counsel Modern Brotherhood. 

Hill = The government contended policy- 

‘holders of the Iowa fraternal were not 

as a Vinformed of the money distribution, but 
to Jwere told officers would receive no 
ook- + money in the transaction except salaries. 


. M. ¥ The opinion pointed out that neither the 














ning |lowa commissioner, nor the attorney 
wth- 7 general, nor insurance commissioner of 
> Canada had been informed of an agree- 
"> ment under which Parks was to receive 
$750,000 if the merger went through, 
Y |4$300,000 at once and the balance in 
_) monthly payment, nor that Parks was to 
remit to officers of the brotherhood. 
re.) Mrs. Mary Arnholt, Head of 
Mu- |) Royal Neighbors, Dies 
as- 3 
™ Mrs. Mary E. Arnholt, head of the 
gent |) Royal Neighbors of Rock Island, II, 
- W. 14 died in a Davenport, Ia., hospital follow- 
tual |§ ing an appendectomy. She was 72 years 
vrit- |) Of age. ' 
NV al- Mrs. Arnholt was a past president of 
enn 
Zent 
nall, P 
sso- 
= Progress: 
tong INSURANCE IN FORCE 
the 1918 - $676,500 
ani 1920 - $2,193,500 
lica- 1922 - $3,676,500 
for 1924 - $5,310,500 
1926 - $14,898,265 
ea 1928 - $26,370,926 
. 1930 - $37,675,188 


1933 - $42,568,441 
- $99,372,839 


(As of Sept. 30, 1937) 


Actual to Expected Mortality in 1936 was 33.44% 
Net Rate of Interest Earned 4.41% 
SOLVENCY RATIO—109.46% 


LUTHERAN 
BROTHERHOOD 


: Legal Reserve Life Ins. 
Herman L. Ekern, President 
MINNEAPOLIS MINNESOTA 


To 
Date 























the Presidents Section of the National 
Fraternal Congress and was a member 
of the N. F. C. executive committee 
1934-36. The congress, through Execu- 
tive Secretary Foster F. Farrell, sent 
flowers and condolences, Mr. Farrell at- 
tended the services and wrote a tribute 
which was printed in a Rock Island 
newspaper. 

Mrs. Arnholt became ill shortly after 
presiding at a Christmas party at the 
R. N. A. home office. Funeral services 
were conducted by the Royal Neighbors 
Tuesday afternoon. 

Mrs. Arnholt headed the fraternal, the 
largest managed exclusively by women, 
since 1926. She was‘a member of the 
H. T. C. committee on uniformity. 

Mrs. Arnholt became affiliated with 
the R. N. A. in 1892, four years after 
it was formed as a social organization. 
She helped organize two camps at 
Peoria. In 1894 she was commissioned 
as one of the first district deputies, serv- 
ing until 1903 when she was appointed 
state supervisor for Indiana and Ken- 


tucky, holding that position for five 
years. In 1911 she became Illinois state 
supervisor. In 1914 she was named on 


the board of auditors, holding this posi- 
tion until she became chief executive. 





New X-Ray Apparatus 


Powerful new x-ray equipment has 
been installed by the Woodmen of the 
World, Omaha, in the Woodmen memo- 
rial hospital in San Antonio, Tex., 
which treats tuberculous members. Ar- 
rangements and installation were carried 
out under direction of the hospital com- 
mittee which is headed by Vice-president 
T. E. Patterson and includes Secretary 
Farrar Newberry and R. E. Miller of 
Dallas, auditor and director. 





Taxation Status of Trust 
Estates Issue in Appeal 





The status of life insurance trust es- 
tates as regards taxation is involved in 
a petition filed with the United States 
board of tax appeals in Washington on 
behalf of Frank C. Rand, chairman of 
the board of the International Shoe 
Company of St. Louis, seeking a rede- 
termination of an income tax deficiency 
assessment against him by the internal 
revenue commissioner for 1934-1935. 

In 1934 he purchased $1,000,000 of life 
insurance. He paid $63,927 in net pre- 
miums in 1934 and $61,606 in 1936 from 
the income of trust estates he estab- 
lished for his children prior to 1934. The 
purchase of the life insurance and pay- 
ment of the premiums from the income 
of the estates caused the commissioner 
to levy the deficiency assessments 
against Rand on the ground that since 
he had the power to use the income 
from the trusts, the full income was tax- 
able on his personal income tax returns. 
Counsel for Rand disputes this conten- 
tion, appealing to the board of tax ap- 
peals. The petition stated that he al- 
ready carried a “substantial amount” of 
life insurance prior to the purchase of 
the $1,000,000 in 1934. 


Decision for Great Southern 


In line with recent decisions, which 
have virtually established the position of 
agents of life companies under that 
act, agents of the Great Southern Life 
have now been held independent con- 
tractors under the social security act. 


S. S. Marshall 30-Year Man 


S. S. Marshall, Prudential superin- 
tendent at Peoria, Ill., will celebrate his 
thirtieth anniversary with that com- 
pany Jan. 10. 

He started in Cincinnati as an agent 
and was soon promoted to an assistancy. 
He was first in ordinary production in 
1912. He later was named superin- 
tendent at Joplin, Mo., and in 1917 
was transferred to Peoria. 








The A. 0.U. W. of 
North Dakota 


Writes 
All Forms of Modern Life 


Insurance Contracts 


ORDINARY LIFE 
LIMITED PAY 
ENDOWMENTS 
FAMILY INCOME 
JUNIOR INSURANCE 
DOUBLE INDEMNITY 


Non-cancellable Sickness and Accident Insurance. 
Operating on a Legal Reserve Basis 


Home Office - Fargo, North Dakota 


E. J. MOORE 


Grand Recorder 


BRADLEY C. MARKS 
Grand Master Workman 
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ANNOUNCING 


The Transformation of the Lutheran Mutual Aid 
Society to a Legal Reserve Mutual Company. 















The only Company exclusively for Lutherans. 


Good territory for agents. 


Lutheran Mutual Life Insurance Co. 


Waverly, lowa 








WOODMEN OF THE WORLD 
LIFE INSURANCE SOCIETY 
A Legal Reserve Fraternal Founded in 1890 


Paid to members and their 
beneficiaries more than.............. $285,000,000 


Insurance in force more than........... 420,000,000 
Admitted assets more than............ 125,000,000 


Certificates of insurance contain modern privileges 
to meet every need. 


De E. Bradshaw, Pres. oo. Omaha—Nebraska 
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_ News ABOUT 


LIFE_ POLICIES — 





New Policies, Premium ine bisidead: Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Acacia Mutual Rates Change 





New Preferred Risk Whole Life and 
Other Contracts Have Been Brought 
Out 





With the Acacia Mutual Life’s change 
to 3 percent reserve basis Jan. 1, a num- 
ber of new policies were announced, in- 
cluding the ‘“Acacian,” a preferred risk 
whole life contract, and also new pre- 
mium rates. In addition to this form. 
new contracts include whole life paid-up 
at age 85, whole life paid-up at age 65, 
30-payment life, 25-payment life, 10-year 
endowment and 20-pay endowment at 
age 65. Other forms available are 20, 
15 and 10-payment life, 15 and 20-year 
endowment, modified endowment at age 
60 or 65, endowments, 70, 65, 60 or 55; 
retirement income endowments at 65, 60 
or 55; term to age 65, ten-year term, 
family income, double indemnity and 
waiver of premium. Age limits are: 
males, 10-65; females, 10-50. Illustrative 
new rates on some popular forms are: 

Acacian Whole Whole 








Prem. Life Life 
for = - ry —- 30 P. - as 4 - 
Age $5,000 at 85 Life 
20 os oes a16. - #16. 83 ay 62 $21. tt a4 ot 
25 
30 $5.35 i976 ats 33°23 3567 38:30 
35 110.15 22.75 25.75 25.75 28.17 32.14 
46 129.70 26.69 31.48 29.06 31.48 35.65 
45 158.35 32.72 40.89 34.33 36.63 40.89 
50 8=6.196.40 40.68 55.75 41.47 43.45 47.60 
55 247.65 51.61 83.97 51.61 53.05 56.78 
60 317.80 66.53 ton sece BEOB GCp.ae 
65 417.90 87.75 . ee i 
20 P. 
4 Y. End. End. End. mae. 
Age nd. at65 at7 = "SS at 60 t 55 | 
20 $43. 11 5 + Po $17. : ig 4 = 53 $23. 49 | 3 
25 43.47 19.4 4.02 28.08 
30 43.98 33°30 22. i 34: 2 38. 83 34.49 
35 44.76 37.03 26.42 29.97 35.47 44.76 
40 46.02 41.67 31.94 37.10 46.02 62.82 
45 48.94 48.94 40.59 48.94 65.28 98.71 
50 53.39 .... 58.39 68.96 101. ” = 
55 60.55 1888 200.67 © aces 
60 71.60 SMMROL | cas 
65 88.85 Sites ” Avante 
Ret. Inc. End. $2, 500 Special Prot. 
$25.00 per month 10 Yr. 
- Male Term Term 
Inc Inc Inc. to65 $2,500 
Age at 65 at 60 at55 $5,000 Male 
20 =69$52.78 $65.13 $83.03 56.7 $ 9.10 
25 61.56 77.33 101.55 60.85 9.32 
30 73.15 94.0 128.40 66.55 Sie $ 
35 $8.58 118.40 170.38 73.30 10.81 
40 110.98 156.38 243.38 84.65 12.77 
45 147.85 224.53 389.90 102.65 16.16 
50 8210.65 356.90 ais 125.30 21.70 
BS 331.53 eA vigie 31.00 
Albert E. Mielenz of Milwaukee, gen- 


eral agent in Wisconsin for the Aetna 
Life, observed the 20th anniversary + 
his appointment as general agent Jan. 
In commemoration of the event, the a 
fice staff presented him a huge bouquet. 
Mr. Mielenz has been with the Aetna 
47 years. 





Midland Mutual on 3% Basis 


New Jersey Standard Is Adopted— 
Larger Dividends Offset Higher 


Gross Premiums 








The Midland Mutual is now issuing 
policies on the New Jersey standard with 
interest at 3 percent. In making the 
change, ‘President G. W. Steinman ex- 
plained that it was estimated that more 
than 90 percent of all participating insur- 
ance in this country is now being written 
on a 3 percent or 3% percent basis. 

The change results in slightly higher 
gross premium rates with a correspond- 
ing increase in cash value. With larger 
dividends possible on the new reserve 
basis, the company expects to show a 
favorable net cost in spite of the increase 
in gross premium. 

Sample rates and dividends on the new 
reserves are shown below. 


Premium Rates per $1,000 (Participating) 


Ret. Inc. 
Guar. Age 
Ord. * am A ee. o wan ye. 
ope Life Male Term 
15.. $16.18 $25, 3 sit. $5 sis. So $21.00 $10.08 
20.. 17.87 27.64 47.39 15.11 24.02 10.35 
21.. 18.25 28.07 47.48 15.46 24.72 10.42 
22.. 18.65 28.49 47.56 15.81 25.45 10.50 
23.. 19.07 28.95 47.66 16.19 26.24 10.57 
24.. 19.52 29.43 47.75 16.58 27.07 10.65 
25.. 19.98 29.91 47.86 17.00 27.94 10.75 
26.. 20.47 30.42 47.98 17.42 28.87 10.84 
27.. 20.98 30.95 48.10 17.88 29.85 10.94 
28.. 21.51 31.49 48.24 18.35 30.90 11.04 
29.. 22.08 32.06 48.37 18.88 32.00 11.16 
360.. 22.67 32.64 48.52 19.38 33.17 11.29 
31.. 23.30 33.25 48.70 19.93 34.43 11.42 
32.. 23.96 33.89 48.88 20.51 35.77 11.57 
33.. 24.64 34.55 49.07 21.14 37.20 11.73 
34.. 25.37 35.24 49.30 21.78 38.75 11.92 
35.. 26.14 35.96 49.54 22.46 40.39 12.11 
36.. 26.96 36.71 49.80 23.18 42.15 12.33 
37.. 27.81 37.50 50.08 23.95 44.04 12.57 
38.. 28.72 38.33 50.40 24.76 46.09 12.84 
39.. 29.67 39.18 50.75 25.61 48.30 13.12 
40.. 30.69 40.09 51.14 26.52 50.70 13.45 
41.. 31.77 41.04 51.58 27.48 53.31 13.80 
42.. 32.91 42.03 52.06 28.50 56.16 14.20 
43.. 34.12 43.09 52.59 29.58 59.27 14.66 
44. 35.41 44.22 53.19 30.73 62.69 15.17 
45. 36.79 45.39 53.85 31.96 66.45 15.77 
46. 38.24 46.64 54.57 33.27 70.61 16.44 
47.. 39.79 47.97 55.38 34.66 75.24 17.21 
48.. 41.45 49.38 56.29 36.14 80.42 18.09 
49.. 43.21 50.87 57.29 37.73 86.24 19.09 
50.. 45.09 52.46 58.39 39.4 82 20.20 
55.. 56.47 62.20 65.86 49. 4 “7 02 27.96 
60.. 72.25 76.00 77.87 ine 40.93 
55... 94.38 96.13 96.79 Fos et 
1938 DIVIDENDS 
Ordinary Life 
Ages 25 30 35 40 45 50 
End 
of Yr 
.. $3.76 $4.07 $4.29 $4.42 $4.79 $5.59 
2 3.84 4.12 4.33 4.62 4.95 5.81 
3 3.92 4.19 4.39 4.61 5.12 6.04 
4 4.01 4.28 4.46 4.72 5.30 6.27 
5 4.10 4.35 4.52 4.84 5.50 6.51 
6 4.20 4.43 4.60 4.96 5.72 6.75 
7 4.26 4.48 4.69 5.11 5.91 6.96 
8 4.32 4.53 4.78 5.26 6.12 7.16 
9 4.39 4.59 4.88 5.42 6.33 17.35 





| AMERICAN 





INSURANCE COMPANY 


Galveston, Texas 
W. L. Moody, Jr., President 


Thirty-Second Annual Statement, December 31, 1936 


INSURANCE IN FORCE.............. $611,066,983.00 
oc ee EE SS Sa ee 61,643,688.50 
NES. SAbaaevieeek ak sge ke aucee ews 2,000,000.00 
WE Sea 06d shi imshw ces awaanics 8,132,431.63 


Operating from Coast to Coast, from the Great Lakes to the Gulf, in Cuba, 
Puerto Rico and the Hawaiian Islands 


NATIONAL 











Ages 25 30 35 40 45 50 
End 
or Yr. 
a0... . 4.47 4.66 4.99 5.61 6.54 7.53 
15. 5.27 5.66 6.36 7.33 8.38 9.12 
20. 6.18 6.91 7.89 894 9.71 9.94 
20 Payment Life 
eg 3.16 3.46 3.68 3.85 4.23 5.08 
: 3.29 3.58 3.77 3.99 4.43 5.33 
3. 3.48 3.70 3.88 4.12 4.64 5.59 
45 3.57 3.83 4.00 4.28 4.86 5.86 
Bisse 3.73 3.95 4.12 4.45 5.11 6.13 
O., 3.88 4.09 4.26 4.63 5.37 6.40 
ane 4.00 4.20 4.40 4.83 5.61 6.63 
Bu: 4.12 4.32 4.55 5.04 5.84 6.86 
os 4.26 4.45 4.72 5.25 6.10 7.08 
20... 4.39 4.58 4.89 5.49 6.35 7.29 
ae 5.82 6.19 6.82 7.67 8.59 9.30 
ae 7.42 8.07 8.89 9.74 10.48 11.08 
20 Year Endowment 
a. 3.37 3.65 3.85 3.97 4.33 5.16 
2. 3.60 3.84 4.01 4.17 4.57 5.43 
3. 3.82 4.03 4:19 48% 4.82 6.72 
4. 4.05 4.25 4.38 4.57 5.08 6.00 
5. 4.30 4.46 4.57 4.81 5.36 6.30 
6. 4.55 4.69 4.79 5.05 5.66 6.59 
ie 4.77 4.89 5.01 5.30 5.93 6.85 
8. 5.00 5.10 5.24 5.56 6.22 17.09 
9. 5.25 5.83 5.49 5.84 6.50 17.34 
OS 5.49 6.67 5.74 6.13 6.79 17.57 
ao 8.04 8.15 8.42 8.86 9.40 9.90 
20.. 10.88 10.99 11.18 11.44 11.85 12.46 
5 Year Term 
1 3.29 3.54 3.66 3.73 4.02 4.83 
2 3.44 3.65 3.75 3.86 4.23 5.11 
3 8.57 3.76 3.86 3.99 4.42 5.40 
4 3.71 3.90 3.96 4.14 4.64 5.69 
5 3.87 4.02 4.07 4.29 4.88 5.98 
Bankers National Life Is 


Readjusting Special Forms 





The Bankers National Life of Mont- 
clair, N. J., announces a slight rate in- 
crease in three of its special type poli- 
cies: Modernized systematic savings, the 
annual renewable term to age 65, and 
the special twenty payment optional 
ordinary life. 

The modernized systematic savings 
policy is issued from ages one day to 
60 years, and through its annual coupon 
reduction feature provides a savings pro- 
gram both for educational and income 
purposes, 

A digest of the new rates (without 
disability) on the three policies follows: 

Mod. System- 20 Pay option- 


atic Savings al Ord. Life ‘ 

te- 
Cou- 1st after new 
Ann pon yr.as istyr. Term 
Age Pref Red. 20Pay asord. to 65 

e $ $ $ $ $ 
15 35.99 21.26 24.23 13.40 Si aieie 
20 36.52 20.17 26.15 14.95 8.07 
25 37.03 18.88 28.25 16.76 8.39 
30 37.76 17.41 30.83 19.08 8.59 
35 39.24 15.80 34.11 22.14 8.86 
40 42.10 14.13 38.95 26.63 9.95 
45 46.71 12.49 45.49 32.75 11.90 
50 53.38 10.95 54.01 41.06 15.70 
55 62.74 9.37 65.39 52.27 21.45 
60 76.16 7.61 80.81 67.84 30.78 





New Rate Book Now Issued 
by Provident Life & Accident 


The Provident Life & Accident has 
issued its new rate book, edition of Jan. 
1, 1938. Below is an exhibit of new 
rates at representative ages on three pop- 
ular plans, together with the comparable 
old rates. 





20 P. Life yf 

o— 85) had — oy sciind. 85) 
Age Old ew Old 
15 $20. 81 = $0 $12 4 $40. $9 $15. ns ty 61 
20 22.67 21.80 66 40.78 3.99 
25 5493 23.74 43:86 40.97 1699 1874 
30 27.54 26.30 43.19 41.31 19.00 18.04 
35 30.79 29.66 43.96 42.09 22.26 21.35 
40 34.87 33.89 45.41 43.54 26.60 25.46 
45 41.01 39.22 47.89 45.98 32.43 31.14 
50 46.46 46.05 51.91 49.92 40.11 38.82 
55 55.50 54.99 58.37 56.62 50.50 49.79 
60 67.99 67.14 68.13 67.69 65.06 64.71 
65 85.82 84.88 85.82 84.88 85.82 84.88 





New Kansas City Life Rates 


The new increased participating pre- 
mium rates of the Kansas City Life now 
agg are, for policies issued at age 

Life paid up at age 80, $21.70; 20 
eda life, $30.70; combination term 
and ordinary life, $22. 30; combination 
term and 17 pay life (applicable begin- 
ning the fourth year), $33.95; endowment 
at age 65, $29.15; 20 year endowment, 
$4.15; to 10 year term, $9.80. Cash val- 
ues remain unchanged. 


New Retirement at 65 Form 
A new nonparticipating retirement in- 





come at 65 policy is announced by the 











Occidental Life of Raleigh, N. C. I 
provides $10 monthly income per $1,009 
insurance, starting at anniversary date 
nearest age 65 and continuing during as. 
sured’s lifetime, 120 months certain, 
Options available at age 65 are: Cash 
payment of $1,350 per unit, or cash pay. 
ment of $662 and $1,000 paid up insur 
ance, or $1,961 paid up insurance. Illus. 
trative rates for males (female rates be. 
ing 10 percent higher) are: Age 15, 
$16.82; 25, $23.23; 35, $34.89; 45, $59.83: 
55, $132.42. 

















































Baltimore Life Goes 3% 


The Baltimore Life is now issuing all 
ordinary policies on the American Ex. 
perience 3 percent reserve basis. 

Sample premiums on the new reserve 
basis are shown below as well as a di- 
gest of the dividends on the whole life 
preferred. 


Premium Rates per $1,000 (Participating) 


Whole ; 
End. 


ife 20 P. 
Pref. Whole 20 - ° Rig = tig “— 
$5,000 Life Lif 
; Ae aes: 4 ot. 31 sii. 2 $39; si a1 4 
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1938 Dividends 
Whole Life Preferred—$5,000 
25 30 35 40 : 
philos¢ 
fully, 


3. 22:3 65 24.95 26.00 32.1), spusine 
7 33°90 yet 38.78 26.80 39,08 33.90) minspire 
5.. 23.50 25.20 26.55 27.70 30.40 35.80 huysias 
10.. 27.05 28.70 30.20 33.15 38.15 45.40 bl 
15.. 30.30 32.05 35.20 40.10 46.60 54.7—probie 
20. 33.45 36.70 41.60 47.80 54.75 62.45@msuch a 


VT. 
Tot. 218.20 232.30 244.70 259.85 288.50 339.70} 
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Dividend Scale Continued 


The Fidelity Mutual Life continues 
without change the dividend scale ap-/ 
plicable to its current 3 percent policies, 
On old policies issued prior to June 1 
1935, before adoption of the present re- 
serve basis, the dividends will be at least 
equal to those credited last anniversary. 
The distributive interest rate will be 
changed March 1 to 3% percent on div-) 
idends and 3.6 percent on policy pro- 
ceeds. A modified dividend scale is ap- 
plicable to policies containing disability 
income coverage. 
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ALES IDEAS AND SUGGESTIONS 











iOuiz Producers on Methods 
at Tri-Agency Parley 





NEW YORK.—The Devitt, Bender 
nnd Fitting agencies of the Equitable 
ociety in New York City joined forces 
or a sales conference at which three 
speakers, agents representing different 
production levels, were questioned by 
Franklin Amthor of the home office. 
he final feature was John H. Jamison 
of the Life Insurance Sales Research 
Bureau in his very effective speech on 
prospecting. ? 

Representing the million-dollar pro- 
{uction class, Isidor Hirschfeld, Bender 


‘98Magency, emphasized the need of a joint 


‘and the client. 


ision of the client’s needs by the agent 
The client must have 
an appreciation ‘of the agent’s whole- 
hearted interest in him. The agent must 


“W@have an inquiring mind and constantly 
ask himself, “Who is a good prospect for 


e? What can I do for him? How 
an I do it best?” He must be honest 
vith himself, with his clients, and his 
‘ompany. He must have a very broad 
philosophy of life. He must plan care- 
fully, work assiduously and love his 
usiness wholeheartedly. He must be 
inspired and inspiring and radiate en- 
husiasm for the solution of his client’s 


‘"yyuproblems in which .his commodity plays 


such an important part. 


Did $1,000,000 in First 
ear in the Business 


> Mr. Hirschfeld said that though he 
Mdid $1,000,000 in his first year in the life 
|Finsurance business he used 75 percent 


oot work and 25 per cent head work 


sf all through the day and late many nights. 


ility 


“ticular policy. 


“Gradually and persistently continuing 


“to improve in knowledge and methods, I 


advanced my position to a point of spe- 
cialized service,” he said. “I am still a 

illion-dollar producer. I now use 75 
percent head work and 25 percent foot 
work. I don’t specialize in any par- 
I specialize in what life 
insurance will do for those who will 
some day need money. This proves that 
an agent does not have to be an estate 
analyst in order to do business. He 
must learn to visualize life’s problems 
and sell ideas that will help solve the 
family’s situation wherein money plays 
a part. There are certain things which 
million-dollar producers do which come 
only through experience.” 


Recommends Confining 
Business to One Company 


Mr. Hirschfeld recommended that 
agents keep all their business in one 
company, since doing so gives them 
standing - in that company, whereas 
spreading it around gives no particular 
standing in any company. He pointed 
out that it isn’t always the big cases 
that make a persistent and consistent 
million-dollar producer and cited his own 
1934 record to show what can be done 
with numerous small cases. He also 
said that agents are reluctant to use their 
hours to their best interests, being un- 
willing to dig for information which may 
gradually but surely lead them to achieve 
their million-dollar goal. 

_ George Devitt threw some interesting 
light on the problems of the agent writ- 
ing around $200,000 a year. Mr. Devitt’s 
Production for 1937 was $216,718. Mr. 
Devitt said that younger agents should 
not hesitate to take an older agent along 
with them on a joint basis where this 
appears advisable in dealing with an 
older prospect. This does not mean joint 
work on lost cases where the agent 
hopes to salvage something. Pick and 
choose the individual with whom you are 
going to do the joint work, he said, and 
make the case the name implies—joint. 





He mentioned that sometimes the pros- 
pect will definitely get along better with 
one member of the team than with the 
other. In such a case the other mem- 
ber should keep in the background and 
let his partner handle the case from then 
on, although still on a strictly joint basis. 
Sometimes the presence of the older man 
is of value mainly because he looks older 
and more experienced, and when he con- 
firms the younger agent’s diagnosis the 
prospect feels more secure. 


Warns Against Two Sets 
of Production Records 


Mr. Devitt strongly recommended 
keeping accurate records and going over 
them with one’s unit and agency man- 
agers. However, he warned against self- 
deception. 

“T think most of us operate like some 
corporations. We keep two sets of books 
—one for our managers and our outer 
selves, that is the stockholders, and for 
our inner selves, better known as our 
own consciences, but which we ourselves 
are afraid to even look at,” he said. 

(Mr. Devitt said he had averaged each 
month during 1937 104%, calls, 42%4 in- 
terviews, 2.78 written cases and $18,855 
written volume, and two paid cases. His 
paid volume has averaged about $18,000 
a month. 


Uses Diversification in His 
Prospecting System 


Queried as to his prospecting, Mr. 
Devitt said he does not work in just one 
group, as there is too much chance that 
it might be adversely affected by chang- 
ing economic conditions, He said the 
bulk of his business is done with friends 
and acquaintances through names ob- 
tained from old policyholders and from 
a list which he obtained a few years ago. 
He also belongs to several clubs and 
takes an active interest in local civic and 
political affairs. He said that program- 
ming is the basis of his selling and that 
he uses an organized sales talk varied 
according to the type of prospect. Of 
his plans for the coming year, Mr. Dev- 
itt said he intends to make it a race for 
the full distance and not just a sprint 
at the end. 

J. L. Lee, Fitting agency, who writes 
in the neighborhood of $500,000 a year, 
said that he does practically all of his 
work in the suburbs among business and 
professional men there, only coming to 
New York City by appointment. He 
said he preferred a closing interview with 
the prospect’s wife present, since, if she 
understands the situation, she can be a 
valuable ally in the sale. He said he has 
found it easier to do business in the sub- 
urbs than in New York City itself. 

Manager F. H. Devitt introduced 
Franklin Amthor, Manager W. H. Ben- 
der introduced Mr. Jamison, and Man- 
ager W. G. Fitting closed the meeting. 


Week by Week Consistency 
in Production Urged 


At a Union Central Life sales meeting 
in San Antonio, Tex., Wieder- 
mann, agency manager, urged that each 
agent strive to make progress each 
week toward attaining a set goal. Week 
by week consistency in production is the 
key to a successful year. 

This is a changing world and life in- 
surance and the demands made upon it 
are changing. Agents should keep 
abreast of changing conditions so as to 
be capable life insurance counsellors for 
advising clients on new developments 











which create new needs rather than be- 
ing only agents who sell. 

The tendency of the business and in- 
dustrial world is to retire men at a lower 
age and agents should keep this thought 
in mind when presenting the case of life 
insurance to the prospect. 

An agent can do with the prospect just 
about as he wills to do by giving ade- 
quate thought to the prospect and his 
needs so that he can enter the presence 
of the prospect with a definite plan which 
will serve the client in the most effective 
way, said Mr. Wiedermann. This is only 
true when the agent sincerely seeks to 
serve the client in the best possible way 
for the good of the client. Seeking sel- 
fish gain rather than giving intelligent 
service costs the agent business and the 
profit which he might otherwise secure. 

Self mastery, Mr. Wiedermann pointed 
out, is the key to success. Agents must 
learn to make themselves do what they 
ought to do so that they may render a 
really professional service which will 
bring to them and their contacts the best 
results and the greatest profit, 


MANAGEMEN'[|! 


RECRUITING 











By A. R. JAQUA ’ 
Associate Editor Diamond Life Bulletins 


Many company officials seem to be- 
lieve that it is only necessary for them to 
announce a 30-day recruiting campaign 
to their agency heads, and then expect 
gifts from Santa Claus. They forget that 
toys distributed at Christmas have been 
all year in the making. 

They forget that the best prospects an 
agent has are the people he knows and 
the people they know, and that likewise 
the best recruit-prospects a manager has 
are the people he knows or the people 
they know. And it takes time to get to. 
know people. 

Here is an example: Four years ago 
a man was appointed manager of an 
agency doing $500,000 in a mid-west city 
of nearly 500,000. This manager had 
been part-time agent, agent, agency su- 
pervisor, company field supervisor and 
then to this job. In other words, he was 
trained for the job; he knew most of the 
answers from having been through the 
mill himself and having seen the faults 
and virtues of a dozen different agency 
plants. 


Gets Acquainted 


For two years he worked on what he 
had, and got acquainted in town. He fired 
three men, hired one and ended up the 
second year with six men paying for 
$850,000, all making a living. 

Of that amount, the manager had 
helped his men close $200,000 with full 
commission to the agent. Meanwhile, 
the manager had carefully organized a 
training program, using all his company 
had plus his own knowledge, had ar- 
ranged a financing plan and thought he 
had something to offer to new men. 

For eight months he spent nearly half 
his time recruiting, contacting three col- 
leges, a considerable number of person- 
nel managers in industries, the employ- 
ment offices, a number of influential 
policyholders, trust officers, lawyers. To 
each he outlined what he had done, the 
training he could offer, the financing he 
rg offer and what life insurance could 
offer. 


Results Begin to Show 


At the end of the six months he was 
a discouraged 39-year old manager with 
not a single man hired. Then the results 
of careful preparation and careful con- 
tacts began to appear. In the next four 
months he got four men: ones. In 
the next four months he got four more 








Cold Turkey Canvass Gets 
Results in Milwaukee 


Milwaukee is chuckling over the 
story of a life insurance man who 
while attending a cocktail party 
mentioned that he could secure 
turkeys at a good price. A fellow 
celebrant wanted to send a turkey 
to a customer and he asked the 
life agent if he would order a tur- 
key for him and send it to his cus- 
tomer. The accommodating agent 
wrote the name and address on a 
card and put it in his pocket. Sev- 
eral drinks and several days later 
the life agent met the fellow cele- 
brant who inquired about the tur- 
key. The life agent blushed, and 
admitted he hadn’t been able to 
remember what the card was for 
when he had found it in his pocket 
on the morning after the party. 
He had finally concluded that the 
name must be that of a prospect 
so he had called on the man and 
sold him a policy. 








men—good ones. (He would only take 
two men at a time, every two months.) 
Half of all the men he has taken in are 
still with him. 

Now, at the end of the fourth year, 
his agency is doing better than $1,500,000; 
he spends an average of about one hout 
a day keeping up and enlarging his re- 
cruiting contacts, and the rest of his 
time is spent in training a new man or 
coaching the older men both in the of- 
fice and in the field. If he can get up 
to around $2,500,000 he will be doing a 
swell job for his company in his terri- 
tory, and the present indications are he 
will do it. 


Lag to Be Expected 


Just as there is a lag after general 
business feels a depression before life 
insurance feels it, and likewise a lag 
after general business comes out before 
life insurance comes out; just as there 
is a lag between the time an agent makes 
contacts and the time he can capitalize 
fully upon them, so is there a lag be- 
tween recruiting activities and actual re- 
cruits. 

Nowadays, to get good men, an 
agency head must not only have some- 
thing to offer, he must prove that fact 
and gain the confidence of his centers 
of influence before they will recommend 
men to him. 


SALES SHORTS 


Why Sell to Women? 


Because, all women face oncoming 
old age with its attendant problems of 
continued income. 

Because, women are beneficiaries of 
80 percent of all life insurance in force 
today and comprise the majority of 
stockholders in corporations. 

Because, women control 40 percent of 
the wealth of the country and 50 percent 
of the buying power. 

Because, women need an ideal invest- 
ment, a syStematic, permanent savings 
plan. 

Because, once believing in life insur- 
ance women are enthusiastic boosters, 
furnishing not only leads, but actually 
influencing friends and relatives to buy 
larger amounts in the company that 
carries their insurance. 

Because, women need adequate pro- 
tection against the undertaking of the 
future —Unitype. 








Your prospect judges you and your 
company by your actions and by your 
words.—The. Columbian. 








THE NATIONAL 











UNDERWRITER 





January 7, 193 

















VIEWED FROM New YorK 





MYRICK AHEAD FOR YEAR 


Paid business of the J. S. Myrick agency 
of the Mutual Life of New York 
amounted to $1,945,044 as against $2,- 
189,514 for December 1936. For the year 
paid business totaled $24,238,646 as 
against $22,360,672. 





POLICY OWNERS MEET JAN. 13 


Irvin Bendiner will be the featured 
speaker at the policyholders meeting in 
the Pennsylvania Hotel at noon, Jan. 
13 under the auspices of the New York 
City Life Underwriters Association. 
This is the first such meeting that has 
been held in three years. C. L. McMil- 
len, general agent Northwestern Mu- 
tual, is in charge of the arrangements, 
and chairman of the speakers committee. 

Mr. Bendiner’s topic is, “Protecting 
Business Values.” He is instructor at 
Wharton School of Finance, University 
of Pennsylvania; C. L. U. review course 
at New York University and C. L. U. 
review course at Seth Boyden College. 
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By R. B. MITCHELL 





He will explain the various ways of set- 
ting up estates to provide the greatest 
amount of good for the clients. Attor- 
neys and trust officers are especially in- 
vited. The program was arranged in 
conjunction with representatives from 
the trust companies and from several of 
the New York bar associations. 





HOLDS SALES DEMONSTRATIONS 


The value of organized sales talks was 
strikingly shown in a contest put on by 
the H. L. Wofford agency of the Pru- 
dential in New York City in which 
agents, teamed up as agent and prospect, 
went through their paces before the rest 
of the agency. D. C. Eldredge, with 
Assistant Manager R. S. Biglow acting 
as the prospect, was the winning agent. 
He showed an excellent control over 
the interview, closing his prospect in 
spite of numerous objections. S. J. 
Katzman won honorable mention. 

The contest proved to be of excep- 
tional merit, first, in stimulating the re- 
hearsal of an organized sales talk and 
second, in demonstrating that frequently 
a sales talk is not so smooth as its de- 
liverer had supposed it would be. There 
was general agreement among those par- 
ticipating that there is a need for prac- 
tice and rehearsal so that one may have 
a smooth, forceful sales talk to fall back 
on when it becomes necessary to keep 
the prospect on the track. 

Judges were Robert Wilkins, home of- 
fice supervisor, ordinary department; Le- 
roy N. Whitelaw, agency field instruc- 
tor; and Benjamin Salinger, supervisor 
DeLong agency Mutual Benefit Life. 





PARCHMENT SCROLL FOR BILKEY 


As chairman of the fire insurance 
division in the recent drive for funds to 
support the voluntary hospitals of New 
York City, H. E. Bilkey, vice-president 
of the Stuyvesant, has been presented 
with a parchment scroll from the gen- 
eral chairman of the fund. Associated 
with Mr. Bilkey as divisional chairmen 
were: W. P. Kingsley, New York Life; 
R. G. Engelsman, Penn Mutual Life; 
H. T. Chester, Chubb & Son, and L. J. 
Rice of the brokerage firm of Hagedorn 


0. 

A. Duncan Reid, president Globe In- 
demnity, also was awarded a parchment 
scroll. 

As a result of the drive over $2,000,000 
was raised, which will be distributed 
among the 92 voluntary hospitals of the 
city. 





R. R. T. JONES TO NEW JERSEY 


Rae R. T. Jones, group supervisor 
Dunsmore agency Equitable Society, 
New York City, will transfer Jan. 1 to 
the H. W. Maull agency of the same 
company in Newark. Mr. Jones will 
work out of the Paterson branch office, 
developing group and personal business 
in Passaic and Bergen counties. He has 
been with the Dunsmore agency seven 
years. 





OTT CHRISTMAS PARTY 


Members of the A. V. Ott agency of 
the Equitable Society in New York City 
and their families and guests attended a 
Christmas party at the agency which 
was marked by a visit of Santa Claus 
in full regalia, the role being enacted by 
L. J. Seymour, agency group supervisor. 
Each of the children contributed a song, 
recitation, or dance to the festivities and 
was rewarded by a gift package from 
Santa Claus. Manager Ott reaffirmed 
his faith in the organization. In less 
than eight years the agency has risen 
from a place below the 100 leading agen- 
cies of the company to ‘fifteenth place in 
the national ranking and second in the 
greater New York honor roll. 





CONVENTIONEERS DEPART 


The New York representation at the 
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$250,000 and 


Union 














$500,000 Clubs convention in Havana 
numbers about 30. Including families, 
the special train which left for Miami 


Made Supervisor 





Sunday carried a Union Central party of 
approximately 80 from New York City. 
At Miami they joined the conventioneers 
from other sections and boarded the S.S. 
Florida which the company chartered for 
the trip to Havana. 

The New York to Miami trip was en- 
livened by a program of entertainment 
in the recreation car under the direction 
of Hubert Davis, agency assistant. One 
of the scheduled skits was a sales inter- 
view in Shakespearian blank verse. 

The three top producers of the agency 
were running neck and neck right up to 
the time of leaving for Florida. They 
are Herman Stark, Diedrich Ward and 
Lester Rosen. 





QUOTE NATIONAL LEADERS 


The New York “Herald Tribune’s” 
annual financial and business review sec- 
tion quoted at length from statements 
by President O. Sam Cummings of the 
National Association of Life Under- 
writers and T. M. Riehle, former na- 
tional president. Mr. Cummings reiter- 
ated the “social engineer” concept of the 
life agent, saying that he is worthy of 
his hire. 

“The life insurance needs of America 
will never be met through sales over the 
counter, like sugar and flour,” he con- 
tinued. “They cannot be serviced 
through a clerk. Those who scoff at the 
life insurance agent on the ground that 
his mind is centered on the completion 
of the sale are attempting to tear down 
the system which has constructively 
built up $110,000,000,000 of protection.” 

Mr. Riehle praised the record of life 





STANLEY I. CUNDEY 


Stanley I. Cundey, who has just b 
come supervisor for the Raymond 
Ellis agency of the Home Life in Ney 
York City, has been in life insurancg 
work there for seven years and has beer 
managing editor of the bulletin of the 
New York City Life Underwriters As 
sociation. 








insurance and said that the man who 
provides for his future as well as for 
those dependent upon him shows new 
regard for the responsibilities of good 
citizenship. 

“A policy of life insurance encourages 
thrift and foresight,” he said. “It fosters 
love of home and family. It appeals to 





$1.50. 


a man’s best! instincts. It enables him 
to fulfill his duty to his dependents and 


to the community.” 
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